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Among the leading merchants of America to 
early recognize the profit opportunities of a well- 
run children's shoe department is Kaufmann's — 
Department Store of Pittsburgh, Pa. Adhering 
to the formula of successful merchants through- 
out the country, Kaufmann’s have focused the 
attention of the entire family group on their 
store by aggressive promotion of well-estab- 
lished principles in the selling of children’s 
footwear—and, by so doing, are enjoying the 
results of what may be termed a model children’s 
shoe department. » » » » » » » » 


. . the growing trend of all successful children’s 
lines to corrective types, makes an Edwards An aurective Keut. (a 
department a valued profit franchise. Because 
Edwards is the only children’s shoe manufac- salon — makes buy- 
turer which carries a complete in-stock line 
of basic welts and process styles supplemented 
with a broad line of feature orthopedic shoes 
it simplifies both merchandising and stock prob- 
lems. € For the exclusive shoe merchant or 
store seeking a new profit department it offers 
new profit-making possibilities. € Backed by a 
national advertising campaign of a construc- 
tive sales-impelling type Edwards representa- 
tion in your vicimity is a franchise to success. AAS sturdy feet and 
€ Write us for the profit facts that other shoe ankles alone assure 


merchants are finding so interesting. » » » » 
correct | TURE 
J. EDWARDS & CO. : 
Dept. M.. 314 North 12th Street ¢ Philadelphia, Pa. p 


Edwar shoes for children 
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HBARRY BOYD BROWN, National 
Merchandising Manager, said at a 
luncheon meeting of the Executives 
Club: 

“One of the destructive influences 
of present-day business is a defeatist 
philosophy which presupposes that 
almost any effort that one may make 
is probably futile. 


“As a matter of fact this defeatist 
philosophy entertained by so many, 
offers a splendid opportunity for 
alert and aggressive business men 
to go ahead in a real drive for 
leadership.” 

He drew an interesting compari- 
son, saying that almost any busi- 
ness is like the show business, in 
that it consists of a series of hits. 
He pointed out that there was a 
time when one hit would carry a 
business or a producer a long time 
—but not any more. He said: “To- 
day the advertising, the sales theme, 
ideas of appeal, merchandsing ef- 
fort all become obsolete and must, 
from time to time, be changed. We 
need new themes, new ideas new 
slogans. Advertising and merchan- 
dise must move together, otherwise 


the merchandise becomes obsolete.” 


SHOE 


OF THE Rade 


*SWVOMEN gainfully employed 
have increased in the last fifteen 
years from 1444% to 22%,” says 
Dr. William E. Weld. He finds that 
lLusiness women weathered the de- 
pression best. Women are the own- 
ers of 70% of the nation’s private 
wealth and are the beneficiaries of 
30% of the country’s outstanding 
life insurance policies and pay 80% 
of the inheritance taxes. He also 
found out that 50% of the stock- 
holders in the United States were 
women. 


B.W. CHILDS of Thomas S. 
Childs, Inc., Holyoke, Mass., says: 

“Our Easter shoe business showed 
a gain in volume of 16.1% over 
the corresponding week in April, 


1937. 
VP 


CS 


* 


1937 193 


“In sales of women’s shoes we 
found gabardine to be the first 
choice of materials and colors ran: 
first black, second blue and third 
copper tan with some sales of white 
and two-tone shoes. Ties were first 
in patterns with monk straps second 
and open-toe sandals in third place. 

“Prospects for the second quar- 


ter in this community look a little 
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brighter although industrial pay- 
rolls are said to be 20% less than 
in the Spring of 1937.” 


* * * 


the Needy” was the 
thought in the mind of William 
Loewenstein, leather man of New 
York, when he wrote his will. He 


died Jan. 7, at the age of 63, and 
THANK You MR. LOEWENSTEIN 


in probating the document in the 
Surrogate’s Court, conditions of his 
philanthropy were revealed. 

The income from the residuary 
estate is to be held in trust for the 
establishment in this city of cafe- 
terias where cooked food may be 
obtained free or for a nominal 
charge by all orderly persons ap- 
plying regardless of race, color or 
creed. The will directed that a 
tablet be displayed at the entrance 
or in a conspicuous place on the 
premises worded substantially as 
follows: “If you are hungry and 
without means, come in and have a 
meal as my guest. If you can pay 
for your food, please stay out.” 

Mr. Loewenstein directed that all 
persons who applied for food be 
treated courteously, with no ques- 
tions asked, and be permitted to eat 
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as much as they wanted, and that 
food of good quality only should 
be served. 


A. H. GEUTING of Geuting’s, 
Philadelphia, Pa., says: 

“Easter Week—loss from 5% to 
10%. April better than a year ago 
—10% to 25%. The two months 
of March and April combined— 
about 5% to 10% off. Future un- 
certain. Who knows? Men’s shoes 
—tan predominates. Sport shoes of 
all kinds. Women’s shoes—blue 
quite strong, penny tan next, then 
black patent leather. Dominating 
strong early demand for whites.” 


HIGHLIGHT from a fashion news 
reel: Interview with Herman B. 
Delman. 

Announcer: “What's the big news 
in shoes this Spring, Mr. Delman?” 

Delman: “Well, so many new 
things—some really that are almost 
revolutionary. Shoes this year will 
have practically all the trims you'll 
find on hats. This Spring particu- 
larly, women are wearing all sorts 
of flower ornaments in their hair— 
corsages on bags and almost every- 
where—so I asked—why not flowers 
on shoes?” 

Announcer: “No reason I know 
of. What else is new?” 


Delman: “Well, for one—dress- 
making in footwear is an entirely 
new note, and in my Spring collec- 
tion this season, I have designed a 
number of draped shoes using a 
variety of fabrics such as printed 
challis, hand-blocked India print. 
silk crepe, jersey and draped kid 
for day time wear.” 

Announcer: “How about color? 
Will the new Spring shoes have lots 
of color?” 

Delman: “Yes, indeed, a great 
deal of color. We have introduced 
a number of new shades such as 
tropic tan, pigeonblood red, parma 
violet and carbon blue. I am sure 
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—A year ago production was up, 
inventories were piling up and 
consumption was moving along 
about as per usual. 

—Then came the "Recession." 

—Today production is lamentably 


down, inventories are rapidly 


shrinking, and consumption is | 


moving along about as per usual. 

—Now the President announces 
“billions for recovery." 

—There's only one answer to this 
fabulous spending—Inflation. 

—And what will Inflation mean to 
shoe prices? 

—You can do your own guessing, 
as I've discovered how ticklish a 
job it is to venture an opinion on 
price futures. 

—Fact is, I'd like to have your 
opinion. 


Zot 


President 


you will see a great deal of these 
colors.” 

Announcer: “Are there any other 
new trends under way?” 

Delman: “Yes, shoes are much 
more feminine and much more flat- 
tering. Because dresses are so much 
shorter this Spring, shoes naturally 
are very important. Briefly, you 
can look forward to seeing trimmed 
pumps, step-ins, sandals and smart 
ties in both dressy and tailored 
versions. These, of course, are in 
patent leather, calf, gabardine, alli- 
gator, pig, Summer suede and kid. 
Kidskin shoes, by the way, will be 
very much in vogue and probably 
more popular than they have been 
in several years. May I remind you 
that a woman is as smart as her 


feet are shod.” 


©. M. SELBY of Volk Brothers 

Co., Dallas, Texas, reported: 
“Shoe business for Easter week 

as compared with Easter week last 


year showed a loss of 2% compared 


with same week in April of last 


year, it showed gain of 32%. 
Women’s shoes—leading materials 
~-all whites, black patent, calfskin, 
gabardine. Colors — with black, 
white with colored trim, blue, tan. 
Styles: Ties, sandals, pumps—prac- 
tically all with open toes. Men’s 
shoes: All white buckskin starting 
strong; white with saddle tan trim 
second. Mostly wing tips, crepe 
sole, plain toe and moccasin type 
oxfords especially good sellers to 
young men. Colors: blond pig and 
two-tone tan. Watch out for venti- 
lated and huaraches later. Business 
will easily come up to our plans, 
which are the same as a year ago.” 

* * * : 


CHARLES HENRY BABER of 
London delivered the first of a series 
of lectures sponsored by the British 
Quality Shoe Association. He said: 

“The old measuring stick tells 
you nothing and should be thrown 
away. Real variations of the human 
foot lie in contour, and heel to ball 
fitting is the only correct method 
of fitting. The toe of a shoe, no 
matter what shape the shoe is, is 
simple style.” Evidence and ex- 
perience had proved that the theory 
of heel to ball fitting was correct. 


Some very interesting questions 
followed the lecture, and Mr. Bab- 
er’s answers were particularly illu- 
minating: 

Q. “In view of the fact that you 
only sell 21 pairs of quadruple A, 
is this fitting worth stocking?” 

A. “No. But we stock it.” 

Q. “Why do you so greatly wel- 
come the toe-less shoe?” 

A. “The open toes eliminate the 
necessity of so wide a range of fit- 
tings.” 

Q. “In view of the great care 
necessary in the clothing of the feet 
of very young children, what do 
you recommend?” 

A. “Children should always wear 
open sandals and never have their 
feet covered.” 
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Q. “But what about inclement 
weather?” 

A. “You don’t cover your face, 
do you? There is no absolute need 
to cover the feet.” 

Q. “If, as you say, we should go 
up two sizes, is the space between 
the end of the toes and the end of 
the shoe of no material value?” 

A. “None at all. The shoe may 
have a round toe, it may have a 
pointed toe; it is fashion, and the 
space is of no value except in so far 
as it permits the foot to lengthen in 
walking.” 


WKE GUTENSTEIN of S. Rauh & 
Co. calls attention to the following 
from an editorial in a recent issue 
of Men’s Apparel Reporter and de- 
clares it expresses a truth that every 


salesman, and many a buyer, knows" 


from experience: 


“We can give you some sound advice 
on saving—and it has nothing to do with 
money. It does n the a ula- 
tion and hoarding of every friendship 
you now enjoy—against the day that 
you may need them. Nothing—not even 
money—would be more valuable were 
= to find yourself out of a job tomor- 

. . or another tomorrow .. 

pera the men in this industry going 

to exult and gloat over the fact that you 
lost your job—-if you ever do?. Or are 
they some to rally around you, In a sin- 
cere and honest attempt to help you re- 
habilitate yourself? Whether or not 
these men can actually help you get a 
new job is unimportant. It’s what their 
loyalty can do to your morale that 

‘The speed of light—than which there 
faster—is comparable to the 

in which a buyer is stripped of his 
gamnor—-as soon as he loses his job. 
With an order book in his hand—he’s 
a big man. At liberty—he’s just another 
guy named Joe! Like the well-known 
Dd thrown upon the water—all the 
abuse and thoughtlessness of his buying 
days come back to plague him . 
and we've vet to see a case where ret- 
ributon didn’t set in. But, unhappily, 
it’s usually much too late. 

“Now is the time to stop and take 
stock of your friends—and to correct the 
evils that keep you from having more 
of them.: There is no justification or ex- 
cuse for the man who fails to. treat a 
manufacturer or competitor with the 
normal courtesy that is due an equal. 
You may be harassed, worried, nervous 
‘at times ... you may be under the 
ridiculous impression that the job neces- 
sitates an a dominant su- 
may be 
thoughtless of ‘the “welfare of a 
man who waited all day for a date t that 
you had no idea of keeping. 

“We say to you that there is nothing 
in the job of buying that gives a man 
the privilege of the concepts 
of courtesy, breeding, friendliness and 

And those are the things that 
ny buyers from having real 


“Getting down to cases—and to one 
— words—don’t try to be a big 
shot. Don’t be content to have half the 
market know you as a heel! Don’t have 
the lads knocking you behind your back. 
Because if they knock you behind your 
back now—they’ ll to your face 
when you're out of 

“Be regular! It isn't. tae hard—and 
= y= pay you plenty of dividends in 

e end 


* * * 


THE MARTYR 


Limping and hobbling and groan- 
ing 

She wended her weary way, 
Home from a round of shopping 
She had been on that day. 
She was no crippled old lady-- 
She was but sweet twenty-two 
But she’d forced an 814 E foot 
Into a 6 A shoe! 


* * * 


DAVID S. HIRSCHLER of Hof- 
heimers Inc., Norfolk, Virginia, re- 
ports: 

“Retail business in our commu- 
nity as compared with Easter week 
in March, 1937, showed 5.95 de- 
cline. As compared with corre- 
sponding week in April, 1937—an 
increase of 159.6. Leading colors 


were—blue first, copper second, 
black third. Materials—gabardine, 
calf and patent in order mentioned. 
Patterns—sleeve gore stepins first; 
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cutout pumps second and sandals 
third. Best selling colors in men’s 
shoes were — white, 50%; tan, 
30%; black, 20%. Patterns—wing 
tips, 40%; plain toes, 30%; sad- 
dles, 20%; moccasins, 10%. Dark 
shoes, French toes,. 30%; medium 
custom, 30%; moccasins, 15°; 
wing tips, 20%, and moccasins, 5%. 
We expect gradual upturn in busi- 
ness conditions by Fall.” 
* * * 


MARY HAD A LITTLE LAMB 


Mary had a little lamb, 
The two were aye together, 
But now that lambkin’s wool is socks, 
And now its hide is leather! 
But Mary bought the woolen hose, 
And bought the lambskin sandals, 
Those elder statesmen may opine 
Such socks and shoes are scandals; 
The late lamented lambkin’s bones, 
Were used for stay and button, 
So Mary bought those back again— 
What’s more, she ate the mutton! 
And so the lamb that Mary had 
Still runs around with Mary, 
It helps to keep her fit and warm, 
And that’s important. 
—J. Edw. Tufft. 


Window trimming night at the Ultra Ultra Shoe Salon 
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Robert Paige, Columbia player, 
wears a white buck, full brogue 
oxford. 


THE history of different types of modern shoes 
accepted for national popularity reveals origins in 
every part of the globe. Czechoslovakia gave us 
the sandal several years ago; London the brown 
suede and reversed leather shoe; the heavy Scotch 
grain came from the Highlands of Scotland; New 
York sponsored the dressier grosgrain evening shoe 
for dinner jacket wear; Palm Beach gave us 
brown and white sport shoes, and so on indefinitely. 

This season Hollywood gives to the sportsman 
for the Summer of 1938, an outstanding sport shoe 
seen first on Cary Grant at Palm Springs. The top 
is completely hand-woven, taken from the Mexican 
sandal, the bottom is a very special crepe sole. 
This shoe is rightly named, Gitano, meaning The 
Gipsy. I predict it will be an outstanding novelty 
in footwear for the coming season. 

Another outstanding novelty noticed at Palm 
Springs, on Herbert Marshall, is a plain white, 


HOLLYWOOD STEPS OUT... 


elk-finish perforated sport shoe with crepe sole. The laces go entirely 
around, from one eyelet though the back of the heel, tying in front 
in a monk effect. That well-known lover of downright comfort, Bing 
Crosby, had on a similar pair when located looking things over at 
his new race track. Bing’s however, were of two shades of gray elk- 
finish leather. 

Seen at the cocktail parties in the afternoon around such places 
as the El Mirador, The Desert Inn and the Bar-H-Ranch, were brown 
and white quarter brogues, with Raymond Hatton having on a par- 
ticularly good looking pair. London tan, straight-tipped oxfords 
with extremely light-weight soles were spotted on the feet of one of 
the best-dressed personalities in Hollywood, Jack Benny. Randolph 
Scott, on the other hand, had on a pair of typical mid-Summer busi- 
ness wing-tip brown calf oxfords. Out to the Lakeside Country Club. 
Warner Baxter was caught on the club house veranda in his crepe 


Above. The “Gitano”, Holly- 
wood’s original sport shoe, worn . 
by Cary Grant, R.K.O. star, at 
Palm Springs recently, and fea- 
‘tured by Desmond's. 


Right. Raymond Hatton wears 
a brown and white combination 
quarter brogue. And extreme 
right. Randolph Scott, R.K.O. 
featured player, wearing wing 
tipped, brown calf oxfords. 
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“Robert Paige in a casual ensemble 
of over-plaid Harris Tweed, with 
peasant linen slacks, he wears the 
turtle neck sweater in 


fash 


From the Style Center of America Comes 
this Résumé of a Fashion Authority on Men’s 


Shoes for Late Spring and Summer, 1938. 


soled, two shades ‘of gray sport oxfords. Later that 
same day, Tyrone Power was noted wearing a pair 
of dress brown and white sport oxfords with his 
white flannels. 

In and around places where yachting prevails, 
such as Catalina, Coronado and Santa Barbara, 
many types of colored sport shoes, mostly with rub- 
ber or crepe soles, are much in evidence. 

It is my opinion that sport shoes will play a 
larger part in the wardrobe of the well-groomed, 
comfort-loving gentleman than ever before—and 
dressing the feet for the occasion is something the 


The a Fashion Story as told vie Mugh Daniels. RKO-Radio Studie Men’s 


Hollywood men are giving most careful consideration. They have 
long since discovered that their shoes are one of the most important 
items to make the ensemble, not only comfortable, but authentically 
correct. 

Now for a general preview of men’s fashions from Hollywood 
for this late Spring and ‘Summer. An itinerant style scout like my- 
self is less affected by atmosphere than is the ordinary mortal. Pok- 
ing his inquisitive nose into the élite wardrobes of the masculine 
members of the film colony becomes a phobia. Unless proper re- 
straint is exercised, he finds himself exposing skeletons before and 
after 6 o’clock, which might be termed as “seeing styles behind the 
camera in Hollywood.” 

For instance, the smart-tailored pajamas would almost enable 
one to walk down the boulevard, by the mere addition of a pair of 
shoes and a hat, and there’s an idea for you shoe men. These 

ne [TURN TO PAGE 34, PLEASE] 


Stylist to Harry R. Terhune. 


Above. A wing tipped brogue in 

two tones of gray with heavy 

crepe rubber sole, worn by War- 

ner Baxter, Twentieth-Century- 
Fox star. 


Left. Bing Crosby, Paramount 
star, wears a slack model in two 
tones of elk, with heavy crepe 
rubber sole. And extreme left. 
London Tan in a straight tip ox- 
ford as worn by Jack Benny, 
Paramount star. 
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DESIGNERS DISCOVER NEW IDEAS 


With foreign nations upset by wars, rumors of wars, and economic or political up- 


heavals, the American shoe industry may count itself fortunate in having, here in 
our country, footwear designers of creative genius who are finding new sources of 


fashion inspiration from which new styles originate, amid their own surroundings. 
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AN eager young man, portfolio in hand, was waiting 
in the outer office of one of America’s leading shoe 
designers. The man he had come to see entered quickly. 

“Sketches?” he said, glancing at the young man’s 
open portfolio. “No, I don’t want to see sketches. I 
can’t sell just patterns for shoes. Ideas are what I use 
and sell. Come back and see me when you have a sketch 
with an idea behind it. Then I’ll be interested.” 

It takes an idea to promote and sell anything any- 
where, but especially in America. Just a pretty pattern 
—or even a daring one—is not enough without an idea 
behind it. Of course, this is true in other countries, but 
not to the same extent. Here we are past masters in the 
promotion of merchandise through ideas. 

What are the ways in which shoe designers in the 
front rank approach this problem of creating designs 
with ideas? 

A few of them have many ways of approach. Most 
of them concentrate on one or two. 

Take, for instance, the designer who believes that the 
creation of new materials is of fundamental importance 
in developing designs with new ideas. To the manu- 
facturer of high grade shoes this is specially interesting 
because it is impossible to duplicate such materials in 
the lower price brackets, and so the exclusiveness and 
the prestige of his shoe are assured. 

Another designer develops and promotes the idea of 
foot health. He—or she—is not creating “comfort” 
shoes primarily, but he is making fashion shoes that 
are comfortable, and that is the idea which sells his 
design. The round and square toe, the soft toe, the 
padded sole—all these are in the fashion picture, and 
their special promotional value lies in their conformity 


to both style and foot health needs. More and more 


The heel is the focus of interest in this strik- 

ing pump as Miss Vida,L. Moore, who designed 

it, points out in tle studio where she has 
evolved many successful. footwear creations. 


the creator of style shoes is coming to realize the im- 
portance of this angle of approach. 

A third type is interested in using historical sources 
to develop new fashion trends. When there was a 
revival of the Renaissance in costumes, he created a 
shoe showing that same basic influence. 

Modern world events may also lead to the develop- 
ment of other sources of new ideas. When most of the 
world is upset by wars and rumors of wars, foreign 
sources of inspiration are not as available, and Ameri- 
can designers look to their own surroundings for ideas. 
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This is what has been happening recently in this coun- 
try, to the benefit of the whole field of design, and, 
noticeably so, in the creation of new ideas in shoes. 

Another important source of inspiration for shoe 
designers is the general fashion picture of the moment. 
Here the designer picks some outstanding idea and 
applies it to shoes. The bandanna shoe, derived from 
the popular bandanna hats and scarves, is one such 
example. The idea of draped treatments in shoes is 
directly traceable to the vogue for draped dresses orgi- 
nated by Alix. 

The idea of coordinated accessories, with the shoe 
as the basic accessory, is an important, promotional 
idea with some manufacturers and has an influence on 
designing an interesting example of this at the present 
time is a planned coordination of kidskin bags with 
kidskin shoes. The same leather, used as a dress trim- 
ming, carries the idea of matched accessories one step 
further. 


FINALLY, there is the designer who creates a basic 
theme and then plays a number of variations on it. As 
for example, the rolled over front which has been given 
a number of different treatments. And here, perhaps, 
lies the solution ‘of the problem of wholesale copying. 
Let the designer of shoes in the lower price brackets 
become a little more enterprising and a little more in- 
genious, and he will find it is better business to adapt 
rather than copy original designs. 

There are as many ways of approaching the problem 
of design as there are minds at work on it. The de- 
signer who is primarily interested in materials, in 


And IDEAS SELL SHOES... 


vents an elasticized leather which is the direct inspira- 
tion for the idea of a high-molded shoe with no other 
adjustment than the stretchable leather forming the 
whole shoe or the upper part of the vamp. The his- 
torically-minded designer turns to the sixteenth, seven- 
teenth or eighteenth centuries in Europe and creates a 
modern version of the thick-soled pattern or chopine 
of that period. It is only a step from this source of 


inspiration to the creation of other patterns with em- 


phasis on the sole of the shoe, like the “wede” and 
“platform” ideas. From the Mexican sandal other de- 
signers have developed a variety of ideas in woven 
shoes. 

In each case the aim is to create an idea rather than 
a pattern, something original and interesting that can 
be promoted and talked about and that the other 
fellow will wish he had thought of first. 
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ARE YOU WATCHING 


ARE YOU LOSING SALES AND CUS. 
TOMERS Because of a Lack of Tact or 
Courtesy at the Point of Sale? Here’s the 
Story of One Store’s Efforts to Build a 
Reputation for the Type of Courtesy 
That is More Than Mere Politeness. 


by 


Twenty-five minutes before time 
to be back at the office. Oh, 
well—a girl has to have shoes, 
even if the boss does give her 
a sour look for coming in late! 


ARE you wondering why the desultory stream of cus- 
tomers into your store never adds up to an estimable 
crowd except on Saturdays, or during special sales 
promotion campaigns? Would you like to employ 
some strategy that will insure more repeat customers 
for your store? 

Would the young woman shopper in the incident 
related below, feel the same way on leaving your store, 
as she felt when she left the store mentioned in the 

It was a hot noon in Los Angeles. Sally Martin had 
been trying for 30 minutes to buy a pair of pumps. 
This was the second time during the noon-hour that 
the young stenographer had paused in front of a shoe 
store. She consulted her watch. Twenty-five minutes 
before time to be back at the office—well a girl had 
to have shoes, even if the boss did give her a sour look 
for coming in late! 

She gave the windows of the store a cursory glance, 
and hurried toward the doorway, meanwhile cataloging 
the hope that her time wouldn’t be wasted here as it 
had in Blanks’ where she had previously tried on shoes. 
There, she had sat and watched the clock tick off ten 
precious minutes before anyone gave her attention. 


' Decorations by 
MILDRED ADAMS 


Ultimately, when a clerk did wait on her, he seemed 
possessed to put everything in the store on her foot, 
whether it fit or not. Finally, Sally had walked out in 
a testy temper, which still lingered as she rushed into 
this second store. 

The girl was barely inside the door before her ingress 
was halted by a man who asked, “May I help you?” 
and then preceded her to a chair. 

Sally was in one of her worst moods. “Probably,” 
she grumbled to herself as she sat down, “he will plant 
me here and let me sit for a week until a clerk can 
wait on me!” But the man who had received her at 
the door did not leave her. Instead, he measured her 
foot and Sally’s pancake hat slipped a little more to the 
left as she raised her brows in pleased surprise. Ap- 
parently, there would be no interminable waiting in 
this store! ; 

While the salesman went to fetch the shoes that Sally 
described, she glanced around the store. She noted 
that another clerk had taken a station at the door, which 
only a moment before had been vacated by the clerk 
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THE CROWDS GO BUY... 
ELSEWHERE ? 


waiting on her. The young woman had not seen that 
system employed in any other store. 

Her clerk was before her again, displaying two 
pumps. 

“I can fit you in either of these two styles,” he in- 
formed her. 

“But,” she protested, “I wanted something more 
elaborate!” 

“I’m sorry miss,” his tone of regret came naturally, 
“I can show you more elaborate styles, but not in shoes 
that really fit your foot. It would only waste your 
time for me to show them to you.” 

The pretty office girl looked at the pump on her left 
foot. It was comfortable and really not so plain as she 
had first thought. : 

The salesman said he thought the slipper fit her well. 
She agreed silently that it did, and waited for the clerk 
to suggest—so long as she seemed hesitant—that per- 
haps he could show her something more after all. How- 
ever, he didn’t, and Sally indicated her satisfaction with 
the pumps by saying, “I'll take these—and I’m in a 
hurry now but next week I'll be in for some oxfords.” 
She liked the selling methods employed in_ that 
store. ... 


THAT is the conclusion of a story which exemplifies 
a method of courtesy practiced in the Nisley Shoe Com- 
pany’s Broadway store in Los Angeles, Calif. Courtesy 


to the customer is one of the basic principles of their . 
merchandising methods. Mr. C. M. Corwin, Pacific , 


Coast Manager for Nisley Company says that un- 
doubtedly customers are influenced to repeat by the 
plan of using social courtesy. 

It is to be observed that the methods herein illus- 
trated involve a finer point of courtesy than mere polite- 
ness. It is a social courtesy akin to that extant in a 
fine home, admittedly abetted by the application of a 
knowledge of human nature made rancorous by ordi- 
nary methods practiced on the selling floor. 

Naturally, no store is staffed well enough to keep one 
man constantly at the door. In the store mentioned, 
during a rush a customer is apt to walk in and seat 
himself, but he is never permitted to sit for more than 
a few seconds without being personally assured that 
he will have prompt service. This does much to dis- 
sipate a patron’s impatience. It is one of the fine 
points which differentiates between courtesy and polite- 
ness. : 

Additionally, the social courtesy system, omits the 


method of pressing a customer to make a_ purchase. 
People do not walk out of a store with an unsatisfac- 
tory pair of shoes because of high pressure salesman- 
ship. 

The social courtesy plan is an intangible factor that 
cannot be estimated in terms of cold percentage increase 
figures. It is a year-round promotion method which 
cannot be placarded in the window of your store. But 
it makes an indelible impression on the mind of the 
customer. It brings her back to your store for another 
pair of shoes. 

Courtesy in business relations costs nothing, and 
yet there are few investments that yield greater returns _. 
in satisfied customers and good will for the store. In 
fact one of the legal definitions of “good will,” laid 
down in a decision rendered by a famous jurist, was 
“the inclination of customers to return to the place 
where they have been well treated.” In the case of a 
shoe store this definition is particularly appropos. 

The relation between the shoe salesman and his cus- 
tomers, as has been frequently pointed out in Boot anp 
SHOE REcoRDER, is much more than that which exists 
between buyer and seller. The shoe salesman renders a 
service of quasi-professional character, the service of 
fitting. The customer entrusts her foot health and com- 
fort to the salesman and naturally she appreciates his 
advice and courtesy. The successful salesman realizes 
this and counts courtesy one of his essential qualifica- 


“Tl take these—and Ill be back next week for some oxfords.” 
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NEW TRICKS 


Wood Furniture in Novel Designs, as 
Well as Homely Every-Day Objects, 
Used by Fifth Avenue Display Men 
to Attract More Attention to Shoes 


THIS is a season in which shoe display 
men have apparently given special atten- 
tion to new ideas in display stands, and 
new ways of placing the merchandise so 
as to show the style and selling points of 
shoes to the best possible advantage. 
Two of the photographs on these pages 
illustrate some very new and distinctive 
display stands used by Saks Fifth Avenue 


just before Easter in a series of remark- 


Left: One of a group of interesting display 
stands built of natural maple, which attracted 
attention to Saks Fifth Avenue shoe windows. 


“If altitude goes to your head,” said the dis- 
play card in the window below, by Walk-Over, 
Fifth Avenue, “put half-hite heels on your feet.” 
Thus the display treatment ties in neatly with 
type of merchandise shown. 
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with 
Display Stands 
MAKE SHOES 


More Exeiting 


able shoe windows that told a complete 
story of the season’s shoe styles from the 
standpoint of use and occasion. There 
were four of these windows, each showing 
a particular group of shoes intended for 
a particular use or occasion, which was 
suggested by the fashion figure. 

These stands were constructed of maple 
and finished in the natural color of the 
wood in a variety of shapes, each of which 
provided shelf space for a goodly assort- 
ment of shoes. The designs were ingenious 
and original and served not only to show 


Another display stand in maple from re- 
cent. Saks Fifth Avenue series. Note how 
fashion figures suggest the costume and 


occasion for the shoes. 


the shoes to advantage but also to attract attention to 
the window. Use of the models also added eye appeal 
to the ensemble, while they served also to identify at a 
glance the sort of occasion for which the shoes were 
intended and the general type of costume with which 
they were to be worn. 

It isn’t an easy matter for the average shoe store lo 
develop such elaborate window displays as these, but 
they are none the less of practical interest to every 
store because they emphasize the truth that a new 
interest can be given to windows by providing some- 
thing new in display stands and fixtures. These will 
give a freshness of appearance to the store’s exterior. 
Every display fixture and shoe furniture house has an 
assortment of display stands of various kinds from 
which a selection can be made that will serve the pur- 
pose almost of any store and be within the reach of 
any budget. 

Many of the older merchants can recall the formal 
designs in display stands, plateaux and tables that 
were in such general use not so many years ago, and 
how these were supplanted by the square, flat or cylin- 
drical stands of the modernistic period. Now, appar- 
ently, display stands of the furniture order are coming 
back into their own in some of the most fashionable 
stores, and here’s a chance for every shoe store to give 
some thought to the matter of an entirely different 
scheme of window treatment which, with variations of 


arrangement, can serve the purpose of effective dis- 
play for a considerable period. Certainly this is a time 
in which something decidedly new and different in the 
way of window treatment is needed to give a new zest 
to merchandise displays. 


BR EFERENCE has already been made in the RECORDER 
to the “bird-cage displays,” which have been quite the 
vogue this Spring. Wire served as the basic: material 
for these fixtures, and as it is a medium which can 
easily be wrought into a great variety of shapes and 
designs by a skilled craftsman, it wasn’t surprising to 
find a lot of stores making use of these odd fixtures, 
which served both a practical and decorative use. In 
fact, wire fixtures appeared, not only in the form of 
bird cages, but in every conceivable shape and form, 
even fashion figures being made constructed in this 
manner, with effects that were often odd and grotesque. 

The clever use of step-ladders for display stands 
in the accompanying window by Walk-Over, Fifth 
Avenue, shows what effective results can be obtained, 
without undue expense, by the exercise of ingenuity in 
planning. It would be hard to imagine a more interest- 
ing shoe display than this; yet all of the elements 
which enter into it are comparatively simple, obtainable 
by any store and certainly not unduly expensive. All of 
which demonstrates once more that in window displays, 
as in other kinds of advertising, ideas count most. 


| 
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SOMETHING was started in the millinery business 
and it is now heading our way. Millinery was in a 
low spot several years ago, when one felt hat was sufli- 
cient for a woman to wear for a season. What to do 
to make women more hat conscious? A few designers 
were let loose and in no time at all, the whims of 
women had gone wild over hats . . . anything that 
could be perched on a dome of hair that had been 
waved and dyed and treated to adorn the face. 

For remember, faces are very important. The com- 
mercial instinct always follows the beauty line. Beauty 
parlors are in every village and hamlet in America and 
such attention must be paid for out of the feminine 
purse. 

So, to make the hair and face capture the attention, 
all sorts of headgear came into vogue. Even the circus 
became a motif for hats bizarre. Women’s hunger for 
new hats was even greater than the commercial capacity 
of the industry to make weird and wonderful creations. 
So now, wherever you go, you find women making hats 
formed on improvised blocks, from pill-box to chop- 
ping-bowl size and even an intimation of the coal- 
scuttle as a design for Summer sun hats. It’s the great 
day of individualism in faces and millinery. 

We say all this in preface to rumblings for style 
expression in footwear equally as freakish—“fascinat- 
ing” is the word women use. It started with the clog 
and to look at the mid-Summer heel heights, stilts are 
coming. The Marquesans who live on a Polynesian 
Island make a perfect promotional motif for they spend 
much time carving stilt steps fifteen inches in height. 
If we can dramatize the club-foot in a clog, we cer- 
tainly can do as much for stilt walkers of style. We 
are only at the beginning, only the beginning. 

But back to our original premise that individuality 
was finding expression in a rebellion against mass 
fashion. Feminine millinery was first to start it. 

We have seen samples of mid-Summer footwear that 
rival millinery for eye attention. A sole with a few 
slots or loops and then wrap around colored rags and 
there you have it. We have seen the pattern for one of 
these wrap-around uppers and so help me, the top of 
a shoe box was literally, actually and definitely the 
pattern used for the vamp which, after pleating, tuck- 
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THE OUTLOOK, 


Is Fashion Too Fast for Shoes? 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


ing and stitching, reduced in size to half a slipper 
foxing. The other piece, similarly cut and fashioned, 
was in a different color. If that’s shoemaking then my 
life of shoes has been vainly spent in believing that a 
shoe was utility first and fashion second. But the eye 
must be served—first. 

We are seeing the beginning of a period when in- 
dividuality in footwear is of great importance because 
it may mean a revolutionary change in retailing. If 
retailing changes to short-lot buying (perishable mer- 
chandise and speed in operation) can manufacturing 
be far behind? 

We are planting the seeds of quick changes in foot- 
wear that necessitate daily adventures in shoe buying. 
Now the question is whether shoes can stand up under 
a millinery system of operation. When you buy mil- 
linery you can buy a few numbers in a few sizes and 
if they don’t sell, you can tear them up and throw them 
away, without having risked very much; but in shoes, 
thirty-six pairs at $3.00 cost you $108.00 and if you 
operate on a mark-on (the new term, not mark-up) of 
40 per cent your selling price at $5.00 is supposed to 
bring you in from the customers $180.00—but will it? 
You’ve got to sell twenty-one pairs of shoes to get back 
your cost price alone. The fifteen remaining have got 
to pay for heat, light, clerk hire, etc., and leave a 
profit. Try and do it on fancy shoes—with the compli- 
cation of sizes. It is inevitable that you have at least 
six pairs left over, unsalable because of size and selec- 
tion and doubly unsalable because each day’s passing 
makes it more unacceptable as “hot” fashion. 

It’s alright to say it can’t be done, but if women want 
what they want when they want it, someone will find 
a way to give it to them. The new wonderful and 
weird creations termed footwear have become mil- 
linery and their appeal will not be denied. The retreat 
to heavy, serviceable, closed-in shoes is impossible. The 
open toe was simply the preface to the open foot and it. 
in turn, to the open stock in every store, the open-to-buy 
policy for every wild idea that might capture the eye 
and there is no end in sight. 
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he ONLY price we pay for the acceptance 
of SETON patent by any shoe manufacturer is the 
cost of tanning as fine leather as skill and science 


make possible from the best raw material. 


Season after season, SETON patent leather is con- 
sistently used for all major purposes by virtually 


the entire membership of the Shoe Fashion 


Guild and every representative producer of ae 

quality footwear in America. Bs I. MILLER & SONS 
PALTER-DE LISO 
ANDREW GELLER 
SEYMOUR TROY 
LA VALLE 
CARLISLE SHOE. CO. 

ELMAN 

MARTIN WEINSTEIN 
LAIRD, SCHOBER & CO. 
PINCUS & TOBIAS 
NEWTON ELKIN 
STETSON SHOE CO. 
LO PRESTI 
GROSSMAN’S SHOES 
SCHWARTZ & BENJAMIN 
CARDONE & BAKER 
GARSIDE-ZUCKERMAN 
AMERICAN SHOE CO. 


THE NAME FOR FINE See _S. RAUH & CO. 


| CORNELL SHOE CO. 
UNITY GROSSMAN 
B. DRELL 
| 4 AVON SHOE CO. 
= | TUPPER SLIPPER CO. 


| 


National Shoe Fair Finance Committee in session at Hotel Stevens, Chicago. 
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Left to right: Leo F. Praeger, Vincent 


Horowitz Co., New York City; Louis F, Tuffly, Krupp & Tuffly, Houston, aes Me I Pauly, Stix, Baer & Fuller, St. 


Louis, Mo.; Chairman Weir Stewart, Marshall, M 


CHICAGO CHOSEN AGAIN FOR 


°39 SHOE FAIR 


THE National Shoe Fair for 1939 will take place at 
the Stevens Hotel in Chicago, Jan. 3, 4, 5, 6, 1939, 
according to an announcement by the Executive Com- 
mittee, which met at the Hotel Stevens last week. 
Leader of the annual convention and exposition will 
be Chairman Weir Stewart, president of Marshall, 
Meadows & Stewart of Auburn, N. Y., and former 
treasurer of the National Shoe Fair. Mr. Stewart has 
devoted his business career to the Manufacturing branch 
of the shoe industry. He graduated from Princeton in 
1915 and in 1916 and 1917 was a member of the 
British Y. M. C. A., taking part in the Mesopotamian 
expedition. When the United States entered the World 
War, he joined the air service. From 1919 to 1926, he 
studied the shoe industry from bottom to top while 
working for Dunn and McCarthy in Auburn. In 1926 
he formed, with his partners, Marshall, Meadows & 
Stewart, Inc., makers of women’s high-grade welt shoes. 
Chairman Stewart is eminently fitted to carry on the 
work of the National Shoe Fair, in creating a greater 


eadows & Stewart, Auburn, N. 
poration, Nashville, Tenn.; Harry G. Johansen, Johansen Bros. Shoe Co. St 


Jarman, General Shoe Cor- 
. Louis, Mo. 


Weir Stewart, of Auburn, N. Y., New 
Chairman of Executive Committee, Which 
Mapped Out Preliminary Plans at Meeting 
Last Week—January 3-6 Selected as Dates 
and Hotel Stevens as Place for Big Show 


market and a greater convention for the benefit of the 
shoe industry in its entirety. 

Louis F. Tuffly of Krupp & Tuffly, Houston, Tex., 
will be vice-chairman; William Pidgeon of Pidgeon’s 
Shoe Store, in Rochester, N. Y., secretary, and Harry 
G. Jahansen of Johansen Bros. Shoe Co., St. Louis, Moe.. 
treasurer. 

The success of the last National Shoe Fair at the 
Stevens Hotel was due largely to the functioning of 
this great hotel. All rooms were ready for display 
occupancy at the opening of the show and the large 
number of elevators conserved the time of the shoe 
men in getting from floor to floor. The committee was 

: [TURN TO PAGE 32, PLEASE] 
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SCHUNEMANS & MANNHEIMERS 

Leading Retailers of St. Paul, Minn., say 
“The clinic oxford made by Juvenile Shoe Corporation bas 
earned a place as one of our ‘Anchor Shoes’. By this.we 
mean the best shoe of its type—a shoe on which we 
can rely for consistent volume, rapid turnover, ever- 
welcome repeat business and practically no markdowns.” 


Clinic shoes are made of Evans White — a lustrous, supple leather which 
greatly enhances their trim lines and neat appearance. Moreover, the long- 
wearing, scuff-resisting qualities of Evans Kid appeal to every smart budget- 
minded woman, whether she be a woman in white or wearing shoes of 


Shoes by JUVENILE SHOE CORPORATION 
St. Louis, Missouri any color. John R. Evans & Company, Camden, New Jersey. 


THE KID WITH A DEFINITE SALES INFLUENCE 


hid - 
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5 HAVE you instructed all 

salespeople to talk up Na- 
tional Foot Health Week and 
your foot health merchandise 
this week? A steady promotion 
of these lines all this week will 
bring you results for many weeks 
to come. Many stores enjoy a 
steady, profitable business the 
year round on foot health lines. 


9 CHANGE all your win- 

dow displays today. 
Women's advance Summer style 
footwear should have a big 
showing together with other 
lines that promotion. 
This would probably be a good 
time for a window of children's 
shoes, including white shoes for 
graduation. Make your window 
cards interesting and attention- 
getting. 


13 IF you have any close- 
outs put them in the 
window with a card reading 
“Friday the 13th Is A Lucky 
Day for You, If We Have Your 
Size in These Special Buys." 
Today's ad should emphasize 
white footwear for summer, and 
perhaps children's footwear 
too, if you have not advertised 
line recently. 
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THE SHOE STORE 


Good Shoes Deserve Good Sales Promotion 


THIS is National Foot 

Health Week. When you 
change your window displays 
today arrange a big display of 
your line of foot aids and cor- 
rective footwear with appropri- 
ate display cards. A window of 
women's style footwear will also 
be in order with display cards 
calling attention to Advance 
Summer Styles. 


TODAY'S ad for Saturday 

selling should devote gen- 
erous space to promotion of 
National Foot Health Week 
and should feature advance 
Summer styles in women's foot- 
wear. A special value or two 
will help bring in business and 
afford an opportunity to get rid 
of any close-outs you may have. 


10 IT is none too early to 
be making a drive for 
graduation footwear business. 
If you can secure lists of the 
graduates from local schools 
send them a letter or an inter- 
esting folder. There should be 
at least one ad each week dur- 
ing this month featuring white 
footwear for graduation. 


1 4 TELL salespeople to be 

sure and mention white 
footwear to all customers who 
come in today for other mer- 
chandise. Did you freshen up 
your window displays for Sat- 
urday shoppers? Several tables 
of hosiery, white footwear, ten- 
nis shoes, etc., will pick up 
many “plus” sales from cus- 
tomers today. 


3 A letter to your customers 
today telling them that 
this is National Foot Health 
Week, and calling attention to 
your line of foot aids, arch sup- 
port shoes and corrective foot- 
wear will be a good follow-up 
on the window you installed 
rday. Emphasize your 
ability to be of real service in 


foot health. 


7 YOU should have a good 

window display of your 
best selling hosiery number to- 
day as an added effort to bring 
customers into the store. Ho- 
siery should account for a big 
slice of your Summer volume. 
Don't miss an opportunity to 
promote it. Have you a Foot 
Health display inside the store? 


11 CHECK your stocks 

again today. This should 
be a routine job every Wednes- 
day. Watch your stock on sizes 
and colors in hosiery. You must 
keep this stock complete. And 
watch footwear stocks carefully 
to see that they are reducing 
gradually to the proper Sum- 
mer level. How about revising 
your mailing list? 


4 CHECK all your stocks to- 

day. If you have any early 
pre-Easter style footwear on 
hand consider seriously what 
you can do to clear it away 
quickly so that you do not have 
to sacrifice it later in your Sum- 
mer Clearance. How about an 
ad on National Foot Health 
Week? 


12 YOU will be promoting 

National Sport Shoe 
Week the last of this month. 
Be sure your stocks are in shape 
for it. Look over yesterday's 
stock check and the records of 
shoes on order to make sure 
you will be ready. Time to get 
out the electric fans for hot 
Summer days. 


16 IT is time for a really 
impressive window dis- 
play of white footwear. Make 
this the big feature in the new 
windows you put in today. On 
your display cards emphasize 
whites for graduation and for 
summer vacations. Change all 
of your interior displays today 
too—and all of your display 
cards. 
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CALENDAR FOR MAY 


A Working Sehedule for Busy Merehants 


17 HOW is your stock of 

bathing shoes? The sea- 
son will soon be here. How do 
your windows compare with 
those of your competitors? Do 

you know? Do you watch the 
her window displays in your 
town regularly to make sure you 
are at as good a job as the 
rest 


91 YOU should have a big, 

interesting display of 
sport footwear for National 
Sport Shoe Week using all of 
your windows. If you can de- 
vise some special backgrounds, 
do so. Get these windows in 
place early this morning if you 
did not install them late last 


night. Have interior displays . 
too, 


95 BE sure and take the 
necessary time to check 
your stocks today. A sport foot- 
wear ad in today's paper might 
be worth while. How long has 
it been since you have checked 
over your window and interior 

jay fixtures to see how many 
al to be repaired or refin- 


18 THE day to make you 
weekly check of stocks 
“Yes, it's a lot of work", one 

shoe retailer says, “but it haope 

my stocks so well regulated that 
when clearance sale time comes 

1 don't have enough clearance 

items on hand to make a clear- 

ance necessary". Can you say 
as much? 


96 DO you have an "idea 
file" in which you place 
the good selling ideas and win- 
dow suggestions that you read 
from time to time. Usually 
when you need a good selling 
idea you cannot think of a satis- 
factory one, but if you have a 
good file it's easy to look 
through it and select what you 
need. 


3 MEMORIAL DAY. A 

holiday, and if you're 
wise you'll observe it by for- 
getting all about the shoe busi- 
ness for a day. 


19 NATIONAL Sport Shoe 

Week begins Saturday 
and continues all next week. 
Send out a mailing card to your 
customer list today, announcing 
this and telling them to look in 
tomorrow's paper for your ad, 
and to be sure and see your 
windows when they are near 
your store. 


93 NO need to change 
your windows today for 
the sport shoe displays should 
remain in place all week. Be 
sure your talking display cards 
in the windows refer to the 
Memorial Day holiday next 
Monday. Have your sales- 
people suggest hosiery to every 
footwear customer they serve 
this week. 


97 YOU will need a big, at- 

tention-getting ad today 
featuring "Footwear for the 
Memorial Day Holiday". Have 
one section featuring sport 
footwear and reminding read- 
ers that tomorrow is the last 
day of National Sport Shoe 
Week. Hosiery should be 
prominently featured too. It 
should not be necessary to offer 
“specials”. 


31 JUNE is just ahead. 

Business will be good for 
stores that go after it, but if 
you want your share you MUST 
go after it. Have you planned 
your selling and advertising 
program for the month? Do it 
today, without fail. Look up 
last year's records and see what 


you did then. 


90 TODAY'S ad should be 

an impressive one an- 
nouncing National Sport Shoe 
Week which begins tomorrow 
and featuring all of the various 
types of sport footwear which 
you sell. In your copy empha- 
size that with the Memorial Day 
holiday just ahead this is the 
time to think of sport footwear. 


94 DO you have a good 
value in golf shoes? 
Why not send out a mailing 
card to local golfers or mem- 
bers of the local club, announc- 
ing National Sport Shoe Week 
and featuring your golf shoe 
value. Or you might send a 
follow-up card to your customer 
list reminding them to secure 
sport footwear this week. 


98 THIS should be a big 
business day. Your win- 
dows have not been changed 
for a week so it would no doubt 
be advisable to freshen them 
up and rearrange them a little. 
At the close of business tonight 
remove all display cards from 
the windows that refer to 
National Sport Shoe Week. 
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Promotion Ideas for Mother’s Day 
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MAY Sth ... 


A Number of Tried Ideas to Make 
~ Mother’s Day Profitable to the Shoe Re- 
tailer. Carefully Thought-Out Promo- 
tions Will Increase Sales and Customer 
Interest in the Store. 


“The gift you select will be your gift, wrapped ready 
for presentation. If necessary, we will also wrap it for 
mailing. If you are so busy that you might be unable 
to step in, call (phone number) now.” 

Yours very truly, 


(STORE NAME) 


Last year a Chicago store made a big hit by sending 
u flowering plant to each of the mothers on their cus- 


Green base, lavender side panels and 
shelves, pink back, white streamer sign, 
gray lettering, lavender shelves. Shelves 
and cut-out circle edged in white paper 
doilies. Pink carnations set back of cut- 
out against pastel green back-up. 


by BR. EK. ANDRUSS 


A group of circles of Compo-board 
painted pink, lavender, light green and 
purple, decorated with carnations and 
placed in position against back edge of 
plateau. The sign is purple on white. A 


drape of soft white, pink and lavender 


chiffons will add to the effect. 


BDO not, let your enthusiasm over Foot Health Week 
_' (May 2 to 7) lead you to forget or neglect the extra 
“sale opportunities. of Mothers’ Day, which comes 

' Sunday, May 8. 
“One of the first things to do is to print or mimeo- 
graph a small folder to be enclosed with May | state- 
ments to customers. In addition to listing two or three 
popular numbers of each, hosiery, slippers and bags, 
and gift certificates for shoes, also emphasize attractive 
gift wrappings and “wrapping for mailing” if required. 

Plain white gift boxes in three sizes—for slippers, 
hosiery and handbags—are a very good investment for 
all-year-round gift use. For Mothers’ Day use a pink 
and white “baby ribbon” tie. 

The folder suggested can also be enclosed with a 
little note to men: 

“Sunday, May 8, is Mothers’ Day. If we may, we 
shall be glad to help you select a gift for your Mother 
that she is sure to appreciate. 


your 

Fron 

tomer list. You might vary that by presenting a plant tive 
to mothers who call at the store just before or just after press 
Mothers’ Day. into 
In addition to a smart window display of gift sug- custo 
gestions, using pink, lavender and pastel green, with a If 
hit of the deeper shades of these colors to give accent. Pf 
and pink carnations, be sure to have a Mothers’ Day Rok, 
gift booth set up in the store, near the entrance. This bigger 
can be built up over a show case if necessary, or even incan 
on a “gift cart.” A frame of light wood painted whit: throu 
can support the “canopy” of pink, pastel green, and that P 
lavender corrugated paper cut in scalloped edges, and these 1 
laid over each other. Soh 
Remember there are many young mothers (and per- new Pi 
haps not-so-young) who are active and will like shoes cogeul 
for active sports or dancing. While a man might fe:l a 
safer in selecting a bag or hosiery than a pair of shovs vith re 
as a gift, a young women might select shoes for an older 0 mit 
[TURN TO PAGE 39, PLEASE | theroiu 
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Pittsburgh Plate Glass Company, 2237A Grant Bldg., Pittsburgh, Pa. 
Please send me, without obligation, your book entitled “Producing 


Bigger Profits with Pittco Store Fronts.” 


Name. 


Help Yourself to Business 
... with a Pitico Front! 


Ht how to get a larger share 
of the potential business in 
your neighborhood. Put upa Pittco 
Front. A Pittco Front™by its attrac- 
tive appearance—creates a first im- 
pression that brings more people 
into your store .. . that makes cash 
customers out of passers-by. 

If your store boasts a Pittco Front, 
it will sell itself on sight. You will 
find your trading area widening, the 
amount of your unit sale getting 
bigger, your sales volume growing 
in an amazing fashion. Shoe stores 
throughout the country have proved 
that Pittco remodeling actually works 
these wonders. 

So help yourself, to business with a 
new Pittco Front. When remodeling, 
consult an architect to assure a 
well-planned, economical job. Our 
staff of experts will gladly cooperate 
with him in planning a Pittco Front 
(0 suit your needs. Meanwhile, send 
the coupon for our free book of facts, 

cs and photographs of Pittco in- 


make it ask for business. A Pittco Front can work profit 
greater share of the potential business in your neig) 


tages 9 ae tco installation in St. Louis, Missouri, shows how Pittco remodeling 


stallations everywhere. 

Be sure to see the Pittco Store 
Front Caravan,now on a nation-wide 
tour. Contact our local branch for 
specific information as to when it will 
visit your territory. 

PITTSBURGH TIME PAYMENT PLAN 
Take up to 2 years to pay for your 


new Pittco Front. Pay 20% down— 
then settle the balance in easy month- 
ly installments. 


metal... paint 


PITTSBU RG H, 
PLATE GLASS COMPANY 
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The new Florsheim men’s shoe store was entirely wrapped 
in cellophane in the shape of a large gift package and on 
opening day, was “unwrapped” for business. 


MEEN and women on their way to office and business 
in downtown San Francisco, recently, were greatly in- 
terested in a monster “package” wrapped in bright 
yellow cellophane. Pedestrians fingered the Cellophane 
to make sure it was real—and it was. A brand new 
shoe store presented to the men of San Francisco! The 
only store in the block that you could see into but not 
enter, the new Florsheim store at Market and Powell 
Streets created tremendous attention because of this 
novel pre-opening stunt. 


One half of the interior of the 

new L-shaped store. A bright-pat- 

terned rug, modern lighting and 

comfortable Old English oak chairs 

create a club atmosphere, tipically 

masculine, in this new men’s shoe 
store. 
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NEW MEN’S STORE 


“UNWRAPPED” 


ON COAST 


The Florsheim Shoe Company Opens New 
Men’s Shoe Store in San Francisco With a Gift 
Box Presentation of the Shop, Entirely Wrapped 


in Cellophane — Interior Resembles Club 


The sidewalks outside the sealed “package” were 
thronged day and evening and on the morning of the 
opening. On opening day, the “gift box,” celebrating 
the thirtieth anniversary of Florsheim and the fact that 
1937 was the largest volume year in its history, was 
ceremoniously “unwrapped” and visitors were wel- 
comed into the store. Since the decorations are Old 
English, visitors were received by two tall, handsome 
girls, a blonde and a redhead, in Colonial costume. 

[TURN TO PAGE 38, PLEASE} 
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BRAND” S@LE LEATHER 


“BENCH BRAND” sole leather not only steps up the style of 
men’s shoes by providing a trim edge and a foundation for bottom 
finishes that reflect quality but, it helps style to stand the wear and 
tear by giving firm support to the wearer’s weight. 


You would be correct, were you to conclude that many good cus- 
tomers would become interested in your store, and leave desirable 
profits with you, if they were offered shoes bottomed with this 
time-tested-quality sole leather. 

N. B.... if you sell shoes with “Bench Brand” leather soles, 
feature them during Foot-Health Week, May 2-7. This leather 


contributes to health by being moisture resisting, comforting to 
the feet and giving substantial support to bone and muscle action. 


FOUNDED 1840 


at 
ais 
e 
‘ 
7 
“ 
i 
This chart represents side 
of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES Is about 13% of the 
whole side. 
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Chicago Chosen Again for °39 


National Shoe Fair 


[CONTINUED FROM PAGE 24] 


unanimous in its selection of the 
Stevens Hotel for 1939. The “largest 
hotel in the world” therefore again be- 
comes the headquarters for America’s 
greatest shoe show. 

Each year shows an increase in the 
recognition of this national meeting, 
jointly sponsored by the National Boot 
and Shoe Manufacturers Association 
and the National Shoe Retailers Asso- 
ciation. In 1936 there were 775 ex- 
hibits. In 1937 there were 885 exhibits 
and in 1938 the number increased to 
1055 exhibits. This rapid growth indi- 
cates the importance of this event to 
the manufacturers of shoes, accessories 
and allied products. It also indicates 
the fact that Chicago is a natural meet- 
ing place, in January, for retailers 
from all sections of the country. 


Fair to Open Tuesday 

The annual convention will open on 
Tuesday, Jan. 3, 1939, instead of Mon- 
day, as is generally the case. The open- 
ing is one day later because Monday, 
Jan. 2, will be considered a national 
holiday. Coincident with the sessions 
of the National Shoe Fair will be the 
33rd Annual Convention of the Na- 
tional Boot and Shoe Manufacturers 
Association and the 29th Annual Con- 
vention of the National Shoe Retailers 
Association. 

Preliminary statements made by the 
executive committte indicate that they 
intend to devote most of the sessions 
of the National Shoe Fair to the pres- 
entation of suitable merchandising and 
style advice to the retailers. The com- 
mittee believes that the primary pur- 
pose of all convention sessions should 
_ be to improve the method of sale and 
to increase sales in the individual re- 
tailer’s shops. 


Program Committee Named 


To create a suitable program, Chair- 
man Stewart has nominated the follow- 
ing members of the Program Com- 
mittee: Joseph T. Geuting, chairman; 
Louis F. Tuffly, Maxey Jarman and 
A. J. Pauly. 

To make the original assignments of 
display rooms, Chairman Stewart has 
selected the following members of the 
Display Committee: Leo F. Praeger, 
chairman, H. M. Read and Roy E. 
Stevens. 

As a check on all activities and as a 
managing committee to direct all 
actions prior to and including the days 
of the National Shoe Fair, Chairman 
Stewart has chosen the following mem- 
bers of the Finance Committee: Harry 
G. Johansen, chairman, Maxey Jar- 
man, Leo F. Praeger, Louis F. Tuffly 
and Alfred J. Pauly. 

The Joint Committee, representing 


both the National Boot and Shoe Manu- 
facturers Association and the National 
Shoe Retailers Association, consists of 
five retailers and five manufacturers. 
The Joint Committee is as follows: 

Representing the National Boot and 
Shoe Manufacturers Association—Weir 
Stewart, chairman, Marshall, Meadows 
& Stewart, Auburn, N. Y.; Harry G. 
Johansen, treasurer, Johansen Bros. 
Shoe Co., St. Louis, Mo.; H. M. Read, 
Gregory & Read Co., Lynn, Mass.; Leo 
F. Praeger, Vincent Horowitz Co., New 
York City; Maxey Jarman, General 
Shoe Corporation, Nashville, Tenn.; Ex- 
officio: J. Otis Ball, president, National 
Boot and Shoe Manufacturers Associa- 
tion; Frederick A. Miller, chairman of 
the Board of National Boot and Shoe 
Manufacturers Association. 

Representing the National Shoe Re- 
tailers Association—Louis F. Tuffly, 
vice-chairman, Krupp & Tuffly, Hous- 
ton, Tex.; Wm. Pidgeon, secretary, 
Pidgeon’s Shoe Store, Rochester, N. Y.; 
Albert J. Pauly, Stix, Baer & Fuller, 
St. Louis, Mo.; Roy E. Stevens, Stevens 
Shoe Store, Ottumwa, Iowa; Joseph T. 
Geuting, Jr., A. H. Geuting’s, Phila- 
delphia, Pa.; Ex-officio: Harry E. 
Fontius, president National Shoe Re- 
tailers Association; L. E. Langston, 
executive vice-president National Shoe 
Retailers Association. 


Headquarters Open September 1 

Chicago headquarter’s office will open 
on or about Sept. 1 at the Hotel 
Stevens, under the direction of Arthur 
D. Anderson, Jr., promotion manager, 
who will be in charge of the sale of 
exhibit space. George E. Gayou will 
again serve as convention manager and 
make program arrangements. 

The National Shoe Fair has become 
the great unifying force of the indus- 
try; it brings manufacturers and mer- 
chants together for the making of fu- 
ture plans for mutual benefit. For four 
exhibition days the manufacturer dis- 
plays the product he has created and 
the merchant has an opportunity to 
check style selections and to estimate 
values. The convention sessions cement 
these relationships in frank discussion 
of common problems. The National 
Shoe Fair serves a purpose and creates 
a service to all shoe men. 


Ask for Loan Applications 


WASHINGTON, D. C.—President 
Roosevelt’s signature on the bill re- 
vitalizing RFC’s lending machinery, 
making available $1,500,000,000 in loans 
for business men, states and munici- 
palities, has prompted RFC Chairman 
Jones to request bankers to turn over 


applications for loans which they can- 
not make. | 

“The security put up by borrowers 
must be reasonable, but naturally we 
expect to make loans which the banks 
consider slow, frozen or _ unliquid,” 
Chairman Jones said, in announcing 
the latest developments. He said he 
anticipated the loans would make cap- 
ital investments more attractive and 
would also forestall sacrifice disposals 
of surplus stocks. — 

Speculation has- been aroused ever 
since the agency was authorized to re- 
new its lending facilities on Feb. 18 
as to whether the volume of loans, 
particularly to small businesses, would 
be substantial. Figures compiled by 
the RFC show that since that date in- 
quiries seeking about $70,000,000 in 
loans have been received, although ac- 
tual applications covered requests for 
only $15,300,000. Of that amount about 
$9,400,000 in loans has been author- 
ized. 


Whether the same ratio of accep- 
tances will apply on the disposal of 
the $1,500,000,000 authorized by the 
new bill is another subject for specu- 
lation. Mr. Jones has declined to esti- 
mate the volume of loans expected 
under the new law, but has insisted 
that his agency will make every effort 
to aid business, both large and small, 
within the provisions of the act. 

“We've been pretty liberal, notwith- 
standing the opinion to the contrary 
in some quarters,” the chairman said, 
in discussing collateral requirements. 
But irrespective of these statements 
there seemed little doubt that the 
agency would adhere to its previous 
policy of insisting on “reasonable” se- 
curity. 

The chairman was repeatedly warned 
that, despite the new law, “we’re not 
going to lend all the money in the 
country.” 


Unique After-Hours Display 


DETROIT, MiIcH.—Unique ideas in 
making every valuable part of the store 
front count in those important after- 
closing hours has been discovered by 
Alfred J. Ruby, Inc., here. The store 
is one of the city’s more exclusive 
women’s shoe shops, on Washington 
Boulevard, and is designed with two 
windows and a single door center en- 
trance, with vestibule about three feet 
deep. 

The vestibule has both an inner and 
outer door, with shallow windows, and 
cannot be utilized for a walk-through 
after-hours’ display. However, Ruby’s 
has installed a display table right in 
the vestibule itself, nearly filling the 
space, which is placed there when the 
store closes, and removed in the morn- 
ing. Appropriate lighting is used. The 
table is somewhat of the large, round 
coffee-table type, very low, with ‘two 
decks, each being mirror topped. A 
single pair of shoes is placed on each 
deck and “spotlighted,” demanding (!:a- 
matic attention. 
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Women already WANT them! 


HE EASIEST WAY to clinch a difficult sale is to tell 
yi customer that the shoes have Scuffless heels. 
Women know that Scuffless heels keep their shoes looking 
new longer—because Scuffless “PYRAHEEL” plastic heel 
covering won’t check, crack or scuff. 


BANCROFT-WALK 

ER “ 

It’s natural that such a practical selling point packs a ieee “PYRAHEEL” helne 
powerful sales message. Try it on a few customers. Their that hel 


reaction will prove to you that it pays to specify Scuffless 
“PYRAHEEL” on your orders. Write for samples and com- 
plete information. 
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THEY VE SEEN 


Arch Sufferers everywhere are buying the new Perfection* 
AIR CELLS for instant and lasting foot relief. No Metal... 
“walk on leather from heel to toe.” 

A new colorful package and a convenient counter display 
box captures instant customer attention. 


Cells Are Different” 

Here is an arch cushion designed to fit securely giving 
firm yet flexible support. The patented pneumatic rubber 
tips cause air to circulate constantly, thereby providing a 
complete air conditioning unit right in the shoe. Reduces 
perspiration . .. relieves callouses. No fuss and bother, for 
AiR CELLS slip easily into the shoe and once there “stay put.” 

Get ready. Write today for complete information on the 
new, convenient Action Box with twelve pairs of sales-getting 
AIR CELLS retailing at $1.00 a pair. 

ELASTIC TIP COMPANY, 370 Atlantic Ave., Boston, Mass. 


*Reg. U.S. Pat, Off. 


Ws Loox ror THis Aiizaclive NEW PACKAGE 


a THE SATURDAY 
EVENING POST 


De 
THEY FIND THEM IN YOUR STORE / 
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Hollywood Steps Out 
[CONTINUED FROM PAGE 15] 


pajamas are smartly tailored of silk 
or madras and give the appearance of 
a well-cut suit. 

Sport ensembles of every conceivable 
variety will be the by-word for late 
Spring and Summer in a myriad of 
colors, as far as Hollywood is con- 
cerned. Sport shoes with the comfort 
of crepe soles, plain toes, cleverly ven- 
tilated features, braided uppers, with 
smart lines and in colorful materials 
will have first call. 

‘Short sleeve sport shirts are invari- 
ably the complement to matching 
slacks. Occasionally a neckerchief and 
shetland sport jacket completes this 
outfit, but more often disdain is dis- 
played for apparel that does nothing 
but sacrifice comfort on the altar of 
convention. 

Natural beige, blue, copper, bamboo 
and green will be seen in that order of 
frequency in sport clothes. Hollywood 
has demanded comfort in clothes and 
in shoes in no uncertain tones. In 
clothes, natural linen and _ off-white 
shades are much favored, probably be- 
cause they offer greater possibilities 
for variety and contrast as far as ac- 
cessories are concerned. 

Salute the gentleman who wears the 
cocoanut straw hat with a “pugaree” 
band, which originated in Nassau, for 
he is absolutely correct in wearing this 
headpiece with his sport ensemble. 

Hollywood has decided that, when 
riding with the top of the automobile 
down, the cap should return to favor. 
It is most refreshing to have stars 


-adopt these fashions—such men as 


Clark Gable, Fred Astaire, William 
Powell and others of the film colony, 
who every season not only give to 
Hollywood their outstanding fashion 
ideas, but introduce them as only 
they can. 

Sport back jackets should he defi- 
nitely plain, patch pockets being the 
only exaggerated touch. Beach en- 
sembles will enjoy every color in the 
rainbow. Unanimous choice is given 
to sport shoes, especially to the brown 
and whites and other two-tone effects. 
Green, in all probability, will be the 
predominating color for sportswear, 
while grays and blues will be in favor 
for beach attire. 

Shirts remain rather plain with but- 
ton down collars leading. Bold pat- 
terns, charvet ties with white grounds 
will add a refreshing touch during the 
warmer months. Colored linen suits 
such as beige, brown and grays, in 
addition to white, and colored linen 
sport jackets will be much in favor. 


Harrisburg Store 
Air-Conditioning 

Harrispurc, Pa.—A Yorkaire 350 
model air-conditioning plant is being 
installed in Smith Brothers Shoe Store, 
the first shoe store in Harrisburg to 
boast an air-conditioning system. The 
York Ice Machine Company is doing 
the installation. 


= 
| 
% } 4 
S 
2 


1938 


BOOT ann SHOE RECORDER, April 30, 1938- 


\! 
fe 


“Really, Mother, | do think 
the Pater has gone clairvoy- 
ant, or something. How can 
he know when I've been driv- 


ing his "Whizz eight'?" 


"It's your scuffed toes, child. 
You should wear ROSEBAY 
WILLOW Calf shoes. He 
hasn't detected me all sea- 


Automobile pedals cause many scuffs on milady's shoes, but women who wear 
ROSEBAY WILLOW Calfskin shoes are assured of protection against these unsightly, 


‘Peeled-leather blemishes, whether they are caused by driving, dancing, or hiking. 


ROSEBAY WILLOW Calf presents an exceedingly smart, trim appearance, has extraor- 
dinary durability — and does not scuff. ; 


HIDE AND LEATHER COMPANY %sz 
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(GAC Equipment 


WITH INSOLE 
INCISION 


PLANET SOLE ROUNDING MACHINE — MODEL E 


The Planet Sole Rounding 
Machine — Model E and 

Splitting Machine— 
Model E are available to - 


all Sbicca-DelMac licensees 
INSOLE 


_ INSOLE RAND 
REMOVED 


@ SPLITTING MACHINE — MODEL & 
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EFFICIENCY 


 SOlE 
ATTACHING 


[37] 


Sbicce-DelMac process of stock fit- 
ting requires particular accuracy and 
uniformity in the preparation of out- 
sole and innersole. Because both 
' pieces are derived from one sole, 
precision in sole rounding and sole 
splitting are very important. 


Pe NC The soles of Sbicca-DelMac shoes may 
. be attached by any of four standard 
processes: Cement — Lockstitch — 


McKay Sewn — Goodyear Welt. 


Complete U/C Equipment for stock- 


Gt SOLE 
fitting and attaching the soles of STITCHING 


Sbicca-DelMac shoes affords manu- c 


facturers the advantages of maximum 


operating economy at lowest avail- 
able machine costs. 


M/C CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


me SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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AND, NOW... 
OUT OF HOLLYWOOD... 


FOR the 1938 sportsman...the most outstanding sports shoe! Rightly 
named “Gitano”, the Gypsy, ideal for “gypsying about in”. It was seen 
at Palm Springs on several of the male stars. Completely hand-woven, 
taken from the Mexican sandal, and with crepe sole, it is predicted 
that “Gitano” will be the outstanding novelty in footwear this summer. 


DELIVERIES — 4 WEEKS 
FROM RECEIPT OF ORDER 


GITANO ALSO MADE FOR WOMEN 


Made in 
CALIFORNIA SHOES, ktd. 
9 e 


Makers of Hollywood "Screen Star” Shoes 


2234 North Figueroa St. 


RETAIL PRICE 


New Men’s Store 
“Unwrapped” 


[CONTINUED FROM PAGE 30] 


who pinned carnations to coat lapels 
as the men entered. Thirty-nine dozen 
carnations were used. 

This new store is one of the most 
luxurious of its kind in the West. Walls 
are of ingrained oak paneling of mod- 
ern English design, fitting about a 
series of inset full-length plate glass 
mirrors. Indirect, flush-ceiling lighting 
permits no shadow to fall anywhere in 
the store, making it possible to display 
the merchandise to its best advantage. 
A luxurious, bright-patterned rug and 
unusually comfortable solid oak chairs 
of old English design help to suggest 
the masculine club lounge atmosphere 
that is calculated to make its customers 
feel at ease. The chairs, which afford 
seating for 34 customers, are uphol- 
stered in brown leather air cushions, 
fastened to the chairs with leather 
thongs. Furnishings for this L-shaped 
store, which runs for 106 feet from the 
Market Street entrance to the Powell 
Street entrance, cost $30,000. 

No less striking and luxurious are 
the two fronts facing on Market and 
Powell Street. Modernistically faced 
in shining jet-black glass 21 feet high 
by 25 feet wide on Market Street and 
26 feet wide on Powell, the store name 
in brilliant gold neon and clear blue 


stands out both by day and night. Mod- 
ernistic bronze strips trim the black 
glass. 
J. B. Stancliffe, a Florsheim official, 
was on hand for the opening which 
was in charge of H. R. Cummins, gen- 
eral manager of the organization for 
the Bay region. 


Retail Questionnaires Delayed 


WasHINGTON, D.C.—Plans of the Bu- 
reau of Census to distribute over a 
million questionnaires to retail stores 
during April have been delayed and the 
sample census will not get under way 
until early July, according to latest 
reports from the Bureau. 

Because of a delay in ironing out 
administrative wrinkles in the Phila- 
delphia office, where the Bureau is re- 
quired to recruit its personnel from city 
relief rolls, officials have been forced to 
advance the mailing date. As a result 
the retail figures for the second quarter 
of 1938 will be obtained in addition to 
those for the first quarter. 

The retail census will compile for the 
first time sales and payroll trends for 
identical establishments covering six 
consecutive quarters—all of 1937 and 
the first two quarters of 1938. 


Combine Shoe Departments 


MERRILL, Wis.—Peterman Bros., lo- 
cal department store, has completed a 


remodeling and modernization program 
in connection with which all the shoe 
departments have been combined in one 
central shoe section at the rear of the 
main floor. Peterman’s was established 
45 ‘years ago and is headed by A. F. 
Peterman with H. A. Peterman as vice- 
president, and N. E. Peterman, secre- 
tary-treasurer, while E. C. Lloyd was 
recently named merchandising manager. 


Celebrate 50th Anniversary 


Mapison, Wis.—Rundell’s, Inc., men’s 
clothing store and home of Osteo-path-ik 
shoes, observed its 50th anniversary 
in April. Head of the firm is Ted Run- 
dell, whose father, the late Sidney P. 
Rundell established the business in 
1888. Charles Gratiot is secretary and 
treasurer of the firm. 


Boston Shoe Club Discusses 
New By-Laws 


Boston, Mass.—A preliminary draft 
of the constitution and bylaws under 
which the new Boston Shoe Club will 
function when organization has been 
completed was submitted by Vice-Presi- 
dent Ray Newton to a meeting of the 
club held April 18 in the Conference 
Room of the Jordan Marsh store here. 
Following the discussion of this, it was 
decided to postpone further action until 
the next meeting, to be held on the 
evening of April 28, at which time it is 
expected that the constitution will be 
adopted and the membership roster, in- 
sofar as charter members are con- 
cerned, will be filled. President Philip 
B. Hayes presided. 

It was suggested by some that mem- 
bership be limited to not more than 
40, and action will be taken on this at 
the next regular meeting. It was also 
the consensus of opinion that meetings 
in the future will be held in the eve- 
nings instead of during the noon hour 
in order to gain more time for the in- 
terchange of ideas and planning of 
club activities. Between now and the 
calling of the next meeting, shoe mer- 
chants not already members will be 
contacted and given an opportunity to 
join. It is expected that approximately 
90 per cent of the merchants of the 
city will enroll. 

At the meeting brief talks were made 
by “Peggy” Joyce, of the Boston Tran- 
script; Frederick G. Moynahan, of 
Hide and Leather; and Owen A. 
Thomas, of Boot AND SHOE RECORDER. 


Hold First Spring Sale 


DENVER, CoOLO.—The first big all- 
stock reduction sale of Spring and Sum- 
mer shoes at the May Co. department 
store featured marvelous reductions 
for one day only, “May Day,” April 22. 
All popular styles in standard mer- 
chandise were offered from $3.50 to 
$.50 below regular prices in this com- 
plete price range of goods. 

A perfect day and extensive news- 
paper advertising made this an out- 
standing shoe event for the May Co. 


i 
MEN 
ee LOS ANGELES, CALIFORNIA 
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Tan Calf—8141 Blue Calf—8i44 Beige 
k with Paris Tan Trim—8150 White Nu- 
hack 8185 White Nubuck with Paris Tan Calf 
Trim—8142 White Nubuck with Blue Calf Trim 
For additional In-Stock Styles send for 
“WEDGIE”’ Folder 
N. Y. office, 402-404 Marbridge Bldg. 


A. SANDLER CO. 


200 ESSEX STREET, BOSTON, MASS 


Promotion Ideas for 
Mother’s Day 


[CONTINUED FROM PAGE 28] 


woman, Be sure to show different types 
of shoes, with appropriate cards. For 
example: 

“Does she golf? Is she a tennis en- 
thusiast? Has she a pair of these new 
wedge heel sport shoes?” At the bot- 
tom of the card say, “If you’re uncer- 
tain about size, a gift certificate will 
solve the problem.” 

A white tag and pink carnation will 
set off the shoes. For bags and hosiery, 
use the soft pastel shades’ of pink, 
lavender and green tissue paper. This 
dressing up of gifts, and a bit of atten- 
tion to an attractive display setting is 
very important. 

A suggestion from last year that is 
still good can be used in the papers, 
and as a mailing card to fathers of 
younger children. Under a picture of 
two babies in a conversational pose 
(consult your newspaper) use the cap- 
tion, “My Dad’s getting a gift at (Store 
name) for me to give Mother next 
Sunday.” And the reply, “You’re a 
bright child. I’m going to tell my Dad 
to go there too.” 

If desired, a whole series of ads can 
be developed, using children’s pictures, 
that lend themselves to appropriate 
captions. Let them appear as regular 
editorial illustrations, with the store 
hame or a gift suggestion woven into 
the short copy. For example, a boy 
talking to his Dad might say, “Dad, 
do you know, I think Mother would 
like a new bag from (Store name) for 
Mothers’ Day. They have some dandies 
in their window.” And the reply, “Good 
idea, son. I’ll stop there tomorrow.” 

You might give a special gift to the 
oldest mother in your community. And 
another to the mother whose baby is 


q the first to be born on Mothers’ Day, 


Specify 
SCUFFLESS “PYRAHEEL” 


You'll find Scuffless “PYRAHEEL” plastic heel 
covering on many of the finest shoes made by 
H. C. Godman Co. because they know custom- 
ers want heels that won’t check, crack or scuff. 
Take advantage of this preference by asking 
your manufacturer to use Scuffless “PYRA- 


HEEL” on your next order. Write for samples. 


| E. |. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 


May 8, 1938. These ideas should be 
played up ahead. There’s a chance to 
make a news story, using the store 
name, out of these if you are a good 
publicity getter. 

This year a great deal of attention 
will be given to the promotion of 
Mothers’ Day, by a great many stores. 
There will be no question about every- 
body knowing about the event. But it 
is up to you to be sure the gift possi- 
bilities of your stock are presented 
effectively. 


Open New Unit 


HARRISBURG, PA.—Kay’s Shoe Com- 
pany, with stores in Wilkes-Barre, 
Scranton, Reading, Lancaster and 
Chester, opened another store this 
month in Harrisburg. The store oc- 
cupies the storeroom formerly oc- 
cupied by the Park Lane Shoe Store 
at 302 Market Street. 

The room was completely remodeled 
in the modernistic manner. The inte- 
rior of the store features modern wood- 
work and designing. The floor is cov- 
ered with uniquely designed inlaid 
linoleum and the chairs are of the red 
Morrocco modernistic tubular design. A 
new modern section for handbags and 
hosiery has been constructed at the 
front of the store. 

George R. Levin, who has had many 
years’ experience in the shoe business, 
is manager of the store. Engaged in 
the shoe business for about fifteen 


years, Mr. Levin was with the Mary 
Jane concern for approximately twelve 
years. His assistant is J. H. McCor- 
mick, who was former manager of the 
Park Lane Store. 

Featuring their one-price shoe at $3, 
Kay’s Shoe Store employs eight sales- 
people full-time, Mr. Levin reported. 
He said the concern will put in a new 
front about the middle of July. 


Enjoy Good Holiday Business 


HARRISBURG, PA.—Harrisburg shoe 
merchants reported a much better 
Easter business this year than during 
1937, while the drop after the season 
was also sharper than the usual de- 
cline. 

Commenting on the uniitiine in the 
shoe business this year, Joseph Zal- 
kind, manager of the Mary Jane Shoe - 
Store, said the season was “one of the 
best in years, running from 12 to 15 
per cent ahead of 1937. Business the 
week following Easter dropped con- 
siderably,” Mr. Zalkind said. “Falling 
off of sales this week was more of a 
drop than usual.” 

Fred Freedman, proprietor of the 
London Boot Shop, stated his “Easter 
business was fine, running far ahead of 
1937.” 

“The Easter business with us was 
good,” reported Joseph Smith, co-owner 
of Smith Brothers Shoe Store. “Sales 
were decidedly above last year’s fig- 
ures.” 
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4 A THAT BUILDS AND 
HOLDS BUSINESS 


ATUR 
FEAT 
Gusher 


Nu-Matie Shoes are Union Made 
SALESMEN: CHOICE TERRITORIES OPEN 


Rohn Nu-Matie Shoe 


manufactured by 
512 W. Florida St., Milwaukee, Wis. 
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selling feature. 


Mu Malic 
CUSHIONED SHOES 


THE RED BALL 


The many dealers who sell the complete Ball-Band 
line tell us that it pays them to do it. They say 
that high quality — a great name — and vigorous 
advertising make Ball-Band and the famous Red 
Ball trade-mark a consistent business builder for 
them. Let us show you why this is so. Write 
for the facts or ask to have our salesman call. 


There prett je 
Waterproof 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water Street, Mishawaka, Indiana 


BRINGS BUSINESS 
MARK 


BALL- BAND 


Footwear orders prior to 1. 


Good Easter Business 


Des Moines, Iowa— Easter week 
business was “way better than last 
year’s,” it was generally conceded by 
Des Moines shoe retailers. Women’s 
shoes were the happiest angle of the 
business and black patents led the field, 
with blue a close second, and copper 
tans, third. Children’s shoes sold well, 
with interest already displayed in white 
shoes for girls. Least evident in the 
picture were the calls for men’s shoes, 
which retailers believed indicated that 
again Dad will wait until the month 
after Easter for his shoes. 


Frequent Buying 
Stimulates Sales 


LAKE Crry, UTaAH—S. M. Solo- 
man, manager of the Paris Store shoe 
department, says: “Business is good! 
Over the present two-month period we 
expect to exceed last year’s figures.” 
Most likely one of the reasons why 
Soloman reports that business is im- 
proving is that a greater constant se- 
lection of styles is available in his 
department under a new buying pro- 
gram. Instead of only two trips to 
eastern buying centers, he now makes 
four, two in the Fall, two in the Spring. 
“I’ve found that buying less at a time 
and buying oftener insures the latest 
styles, and stimulates extra buying,” 
he concluded. 


Obituary 


Herbert L. Peebles 


CoLo.— The Fontius Shoe 
Co., directed by Harry Fontius, presi- 
dent of the NSRA, lost his senior sales- 
man Thursday in the passing of Her- 
bert L. Peebles, 2417 Vine St., after a 
short illness. He had been with the 
Fontius Shoe Co. for more than 20 
years and was the first shoe salesman 
this correspondent met in that ca- 
pacity upon coming to Denver. His 
personal interest in shoe fitting and his 
follow-up method of dealing with his 
customers to know the results of his 
expert practices in the art held the 
patronage of his patrons throughout 
the years. 

Mr. Peebles was born in Girard, IIl., 
77 years ago. He had been a Denver 
resident over half a century. He is 
survived by two nieces, a nephew and 
a sister-in-law. 


Fred W. Filoon 


Brockton, Mass.—Fred W. Filoon, 
who died at Brockton, recently, was 
president and treasurer of V. & F. W. 
Filoon, manufacturers of welting and 
other shoe stock in Brockton. 

For some years the company operated 


a factory in Salem. The factory is now 
occupied by the Puritan Tanning Co., 
Inc., which was recently formed to 
make welting and sole leather. 

Mr. Filoon was in business in Brock- 
ton all the active years of his life. He 
was a member of several Masonic 
bodies. He is survived by his son, John, 
and his sister, Mrs. Helen F. Soule, of 
Buxton, Me. 


Clarence J. Boyd 


BALTIMORE, Mp.—Clarence J. Boyd, 
formerly a member of the Boyd-Jones 
Rubber Co., but for the past thirty 
years connected with the United States 
Rubber Co., died following a brief ill- 
ness. Burial was in Moreland Hemorial 
Cemetery. 

He is survived by his widow, Mrs. 
Virginia Lee Boyd, two daughters, Mrs. 
Hugo Hurrelbronck and Mrs. John F. 
Kelly, and one son, F. Morrison Boyd. 


Thomas J. Marrill 


ROCKLAND, Mass.—Thomas J. Mur- 
rill, 78, died recently at his home here. 
He was well known in the shoe trade, 
having held an executive position wit) 
the E. T. Wright Company nearly 45 
years. He retired from active work som» 
time ago. He is survived by a widow. 
three sons, Mark W., Frank an! 
Leo Murrill, of Rockland, and a daugh- 
ter, Mrs. Lincoln D. Lynch, Norwoo!. 


| 
mest of men to pay for thelr shoe. NeMotie thoes RUBBER FOOTWEAR 
nctural result. of men's and women's scientific 
patented Nu-Matics on request. Beware of imitations. 
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They’re Off | 
for CAMP! 


IN And not only 
STOCK for camp but 
also for all out- 
door use. Colt 
Genuine Moc- 
casins are large 
volume sellers, 
more_ popular 
this year than 
ever before. 
Four distinct 
styles in Or- 
thopedic Ru b- 
ber, Leather, 
and no sole con- 
struction. Large 
quantities al- 
ways on hand 
for immediate 
delivery. Write 
for complete 
Catalogue M-12 
showing these 


And Many Other Types 
MOCCASIN INNOVATIONS 


OLT EST. 1895 
ROMWELL CO., Inc. 
STOUGHTON, MASS. 


Saks Fifth Avenue Opens 


Los Angeles Store 


Los ANGELES, CaLir.—Saks Fifth 
Avenue has opened a very fine branch 
store here at 9600 Wilshire Boulevard 
in the exclusive Beverly Hills district. 
A new structure was built for them 
involving investments of approximately 


-a million dollars for building and lease. 


The building, 60 by 130 feet, is of rein- 
forced concrete construction with lime- 
stone facing. The exterior trim is 
bronze. The interior appointments are 
among the most luxurious installed in 
any building on the Pacific Coast. 

A complete shoe department occupies 
the entire south half of the main floor. 
The stock contains a very complete se- 
lection of sports shoes, the finest collec- 
tion of evening footwear obtainable by 
the management, and shoes for spec- 
tator sports and for afternoon wear. 
Retail prices range from $10.75 to 
$27.50. 

The shoe department is in charge 
of John Knudson who is assisted by V. 
A. Metzger. Vern Richardson will act 
as motion picture studio contact man. 
_ Both Manuel Gerton, shoe merchan- 
diser for all the Saks Fifth Avenue 
shoe activities and Adam L. Gimbel, 
President of the company, were in at- 
tendance at the opening. 


California Shoe 
Convention Plans 


San Francisco, CALir.—Through the 
efforts of Convention Manager, William 
J. Ahern, a very interesting program is 
being planned for the coming conven- 
tion of the California Shoe Retailers’ 
Association which will be held in the 
Hotel Oakland, Oakland, Calif., on 
June 6, 7 and 8. Mr. Ahern is putting 
forth his best efforts in assigning 
rooms to manufacturers’ agents and 
travelers who, realizing that undoubt- 
edly there will be the largest attend- 
ance of buyers ever to attend the 
show, are daily sending in their reser- 
vations. 

According to the latest report issued 
by Miss Camille Baer, secretary of the 
association, the following ' Easterners 
have signified their intention of attend- 
ing: L. E. Langston, Executive Vice- 
president of the National Shoe Retail- 
ers’ Association; Mrs. Ethel Holland 
Little, Fashion Editor of Woman’s 
Home Companion; Miss Rhea Nichols, 
of the Allied Kid Co., and Miss Pauline 
Morgan of Amalgamated Leather Com- 
panies. Harry Fontius, President of 
the N.S.R.A. is also an expected guest. 

J. Paul St. Sure, one of the most 
prominent Bay Region attorneys will 
deliver an address on some subject rela- 
tive to labor conditions, a topic upon 
which he is an expert and which will 
be of interest to all present. 


New Welt Process 


LYNN, Mass.—A new method for 
making welt shoes provide for sewing 
the welt to the shoe on the McKay sole 
sewing machine, after a special attach- 
ment is fitted to the machine, and then 
sewing the outsole to the shoe with the 
Goodyear machine. 

This method was originated by J. 
Lafavour, of the Lefevre Shoe Co., 
Lynn., and is used by the firm for mak- 
ing shoes for men and boys. Mr. La- 
favour has patented certain features 
of the attachment. 

It’s claimed that shoes as made by 
pe new method, are flexible and dur- 
able. 


Barker’s Open 
Remodeled Store 


LINCOLN, NeB.—The completely re- 
modeled Barker’s Shoe Store, 1107 O 
Street, has opened for business. The 
decorations are extremely modern. 
Store windows are staggered to permit 
a larger amount of display space. New 
styled seats have been installed and 
the interior is brilliantly decorated 
with indirect lighting fixtures. Both 
exterior and interior have been finished 
in striking colors. The exterior is 
white and gold and the interior in har- 
monizing shades. D. Gross is store 
manager and Lois Poore Schwartzkopf 
is in charge of hosiery and bag depart- 
ments. 
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JIM WAS MAKING 
REAL MONEY ON 
HIS CALL TRADE... 


lashed him 
how he did it! 


‘“*You want to know how to make ’em 
repeat?’’ Jim asked. : 


“That's right’’, I said. 


‘*Well, you can do it as well as I can’’, he 
told me, ‘‘if you study the human foot”’. 


‘“‘How’s that?’’ I didn’t get it. 


“‘It helps you fit feet more accurately’’, 
Jim answered, ‘‘and you can be sure 
your customer will be comfortable in 
the shoes you sell her. Besides, you can 
tell her why you recommend a partic- 
ular shoe for her foot. That'll make her 
feel that you’re giving her the best serv- 
ice she can get anywhere.”’ 


‘*Say! Where did you learn about the 
human foot, Jim?’ 

“I sent for the pocket-size handbook, 
‘Orthopraxy of the Foot’! It tells you all 
you want to know— it’s full of illustra- 
tions and it doesn’t cost a cent. Why 
don’t you send for yours today?” 


Wizard Company 
4060 Forest Park Bivd. 
St. Louis, Mo. 
Send us each a copy of 
“Orthopraxy of the Foot’ 
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Walk inte Early Autumn Profits with 


Sterling 
Colt 


BRIDGE the gap between summer and autumn with breezy shoes 
of crisp patent leather. For best results, "hitch your wagon to a 
winner", and specify Sterling Patent Colt. It has the lightly lustred 
grain found only in choicer patent leathers. It is highly flexible, 
with the mellow feel of kidskin. Sandals and pumps of Sterling Colt 
are variables, equally adapted to merchandising with late summer 
and with early autumn fashions. 


Patent Leather Shoe Designed by Alfred Vamos 


ALLIED. COMPAR 


“519 West ‘Huntingdon Street, Philadelphia, Pa. 
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THIS 


WEEK IN THE 


Saturday, April 30, 1938 


SHOE TRADE 


Natienal News 


To Tell the Trade of Midwest Fair 


Extensive Publicity Campaign Mapped Out by Chairman 
_Tra Longini—Registration Committee 


CINCINNATI—Ira Longini, publicity 
chairman of the Midwest Shoe Fair, 
announced this week that the publicity 
activities for the 1938 Fair are going 
ahead rapidly. Arrangements are be- 
ing made with the Cincinnati Chamber 
of Commerce for a supplementary Mid- 


plied to manufacturers. They are mak- 
ing use of these stickers on all of the 
mail going out of their offices and they 
all report that there is an unusually 
strong interest among the retailers. 
The committee wants to stress the 
fact that the Midwest Shoe Fair has 


The Registration Committee of the Midwest Shoe Fair. Left to right, R. G. 
Nunn, Al Schloemer and Henry Momper. 


west Shoe Fair edition of their paper 
Market News. This supplement will ap- 
pear early in May and will go out to 
their full mailing list of approximately 
40,000 retailers. 

Hotels and railroads within a 300- 
mile radius of Cincinnati are cooperat- 
ing with the committee in putting the 
Midwest Shoe Fair before the trade. An 
attractive poster is being made up and 
will be displayed in all the railway ex- 
press offices as well as in the display 
rooms of a good number of the shoe 
men traveling in this territory. 

An effectively designed sticker adver- 
tising the Midwest Shoe Fair has been 
made up in large quantities and sup- 


come to be looked upon as the most im- 
portant show of the Fall season. A 
great number of shoe men depend on 
this Fair to give them the newest ideas 
not only in design and fabric but in 
merchandising methods as well. 

The committee in charge of registra- 
tions for the Fair in June has the same 
personnel that it did last year. Henry 
Momper of the H. & S. Pogue Com- 
pany, is again chairmen and he will 
be ably assisted by R. G. Nunn of the 
Potter Shoe Company and Al Schloe- 
mer of Rollman & Sons. Their work 
last year was well rewarded, for the 
attendance both among the retailers 
end manufacturers far exceeded any- 


thing that had been anticipated, and 
they report that this year the registra- 
tion is far ahead of last year’s record 
at this time. 

Again this committee is offering a 
registration prize. Each shoe man reg- 
istering at the Fair headquarters will 
be given a raffle ticket on a beautiful 
radio. The drawing for the radio will 
be held at the banquet, Monday, June 
6, and it will immediately be awarded 
to the holder of the lucky ticket. 


Garside Firm to Affiliate 
with Laird Schober 


PHILADELPHIA, Pa.—The firm of A. 
Garside & Sons has announced its af- 
filiation with Laird, Schober & Com- 
pany, and has sent the following letter 
to its accounts in the retail trade: 

“It is with the greatest pride and 
satisfaction that I am able to inform 
you that our firm will henceforth be 
affiliated with Laird, Schober & Co., of 
Philadelphia. 

“After a very thorough survey of the 
methods of manufacturing, business 
principles, and physical equipment of 
the Laird, Schober Company, my 
brother and I have become convinced 
that the surest way to perpetuate the 
traditional quality of the A. Garside & 
Sons product is through the cooperation 
of their personnel. 

“The shoes will be made under the 
supervision of the Garside organization 
over our lasts, patterns and designs. 

“A beautiful and comprehensive line 
of Garside Fall shoes will be on display 
in our room at the Shoe Fashion Guild 
Showing in New York, on May 2, 3 and 
4, and we wish to extend to you a cor- 
dial invitation to visit us at this time. 
“Anticipating the pleasure of seeing 
you, we are 

“Very truly yours, 
“A. Garside & Sons 
(Signed) H. R. Garside” 


USMC to Build Plant 


MILWAUKEE, Wis.— The United 
Shoe Machinery Co. has been granted 
.& permit to erect a $20,000 addition to 
its plant here. The addition will mea- 
sure 30 by 50 feet and consist of one- 
story and basement. 
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OA Stunning NEW Texture 
Double Durability 
World of STY 


The New ROYAL BOUCLE CARPET 


Permanent Twist 


FREE — The Mohawk Handbook of Rugs and Car- 
pets, describing and illustrating the weaves and ie a, 
grades; and containing suggestions on the wise : : 
selection of carpets for your special needs. It is 


Sree. Ask for it today. 


Flex-O-Lace Names 
Distributors 
Cuicaco, Gust Corporation, 


sales and marketing directors, 307 N. 
Michigan Avenue, Chicago, has been 
retained by Flex-O-Lace, Inc., manu- 
facturers of elastic shoe laces, to mar- 
ket its product throughout the United 
States. 

Managing director of Gust Corpora- 
tion is Robert P. Gust, well-known 
sales specialist, who has successfully 
marketed many over-the-counter prod- 
ucts. 

The sale and distribution of Flex-O- 
Lace will be accompanied by an adver- 
tising campaign featuring the legend, 
“Never Tied—Never Untied.” The ad- 
vertising of Flex-O-Lace has _ been 


placed with the Salem N. Baskin Ad- 


vertising Agency. 


Freeman Salesmen Sold 
On “Grading Up” 

BeLoit, Wi1s.—Freeman Shoe Corpo- 
ration recently held what was described 
by Max Carroll, advertising manager, 
as one of the most enthusiastic sales 
meetings in the company’s history. The 
fact that the new Fall lines include an 
unusual array of interesting styles was 
doubtless responsible in a large mea- 
sure for the enthusiasm. The salesmen 
set their own goals for their Fall trips 
to try to match in selling what R. E. 
Freeman, Jack Beddow, Allen Cadwell 


In Shoe Store Carpeting... 
the Swing is ia MOHAWK 


UCCESSFUL shoe stores, coast to coast, are joining 


and Dick Freeman have achieved in 
styling the line. 

The Freeman organization has a 
most unusual record, having shown an 
increase, both in sales and production, 
every year since 1921, when the com- 
pany started. In 1987, production 
came within two days’ work of reaching 
a million pairs. To date this year, busi- 
ness is ahead of the corresponding 
period in 1937 by about 10 per cent, 
notwithstanding the fact that recent 
Government figures show the ’ men’s 
dress shoe business for the country at 
large to be about 28 per cent behind. 

Salesmen at the recent Freeman 
meeting expressed confidence they 
would be able to increase their business 
still further on the Master Fitter and 
Bootmaker lines, as Freeman’s top 
grades are called. To enable the in- 
dependent retailer to come into his own 
again, Mr. Carroll emphasized the fact 
that it is necessary to halt the “trad- 
ing down” process and emphasize the 
middle brackets, where the independent 
merchant’s real stronghold lies. 


Philip Lorman Moves Office 

New York — Philip Lorman, shoe 
stylist, has moved his office to Rooms 
556 and 558 in the Marbridge Building, 
47 West 34th Street, this city. 


Joseph Kaplan in Europe 
Boston, Mass.—Joseph Kaplan, of 

the Colonial Tanning Co., Inc., sailed 

from New York on Wednesday, April 


the swing to Mohawk carpets. They are achieving 
newer effects and greater distinction . . . and, in addition, 
are profiting by other Mohawk features: 

@ New designs, textures and color harmonies that offer 
wider possibilities in individualized store decoration. 

e@ A wide selection of grades, in all the popular weaves 
— so that cost tne. 

@ Rich beauty and deep-piled luxury that actually help 
sales — by em 
the shoes... 
steps and by accenting fit and comfort. 

@ Quality and durability with a dollar-and-cents value. 
When you re-carpet, remember 
these features. Select Mohawk. 


MOHAWK CARPET MILLS 


295 FIFTH AVENUE, NEW YORK 


CHICAGO 
LOS ANGELES PHILADELPHIA ° SAN FRANCISCO ST. LOUIS 


never exceed the store budget. 


plsaizing the style and appearance of 
y cushioning the customers’ testing 


© DALLAS ° DETROIT ° HIGH POINT 


20, for Plymouth, England. He was 
accompanied by his wife, and after 
visiting France and England they plan 
to go to Holland where they will tour 
the country on bicycles, as they are 
both cycle enthusiasts and members of 
the National Youth Hostels and the 
Boston Wheelmen’s Club. 

They will also visit several of the 
Scandinavian countries and expect to 
be gone about six weeks. This is Mr. 
Kaplan’s tenth trip to Europe. 


Zingelmann Joins Boston 
Shoe Staff 


Los ANGELES, CALIF.—J. L. Zingel- 
mann has been appointed general sales 
manager of the Boston Shoe Co., 826 
South Los Angeles St. He will also 
act as assistant to the president of the 
company, Jack Smith. It will be the 
policy of the house to concentrate on 
the present set-up of jobbing a com- 
plete line of men’s shoes and women’s 
sport specialties. Later the firm intends 
to develop the children’s and juvenile 
shoe jobbing trade in this section. 

Previous to joining the force of the 
Boston Shoe Co., Mr. Zingelmann super- 
vised the Block chain of retail shoe 
stores under Max Block. He also 
acted in a like capacity for Al Rosen- 
bush of Boston. Born and raised on 
the Pacific Coast, he has had 35 years 
of practical shoe experience to his 
credit, which includes being store man- 
ager for large Eastern concerns. 
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‘ing 
ion, 
There's every prospect that white shoes will be in 
ffer bigger demand than ever this season. Make sure that 
ion. you have a sufficient stock of white kid shoes—pref- 
ves erably Hannahsons White Sandals. They're priced to 
get. sell with ample profit in today’s most popular range. 
1elp Easy fitters . . . quick sellers . . . and fast in their 
e of turnover because you can absolutely rely on Hannah- 
om sons famous In-Stock Department. Hannahsons Shoe 
, Company, Haverhill, Massachusetts. 
ue. 
R 2301 White Kid R 2338 White Kid 
R 5501 White Linen R 5538 White Linen 
AA and 1.90 1.90 
R 5503 Flowered Linen R 5540 Flowered Crepe 
\ and B 1.90 AA and 1.90 
Ss + Round toe, 16/8 Cuban Heel. Round toe, 16/8 Cuban Heel 
2 All above also in stock with All above also in stock with 
= heel. 21/8 heel. 
SEND FOR COMPLETE SUMMER BULLETIN 
ANNAHSON 
ouls HAVERHILL, MASS. 
— Summer Sandal Creations in-stock 
was y 
after Elizabeth J. Cagney the type of employee any firm esteems today, in a newly-constructed building, 
plan a priceless asset. She possessed an in- adjoining their former store. 
tour By digenous spirit of service and gave the Stilb’s has always been managed and 
are CHARLES STUART GIVEN last ounce of her resources both to her operated by a member of the family 
rs of CHIcAGo, ILL.—“The death, recently, employers and her customers. She was and today it enjoys a successful and 
| the of Miss Elizabeth J. Cagney, for forty- the epitome of what the saintly poet, established business, built on service 
five years associated with the children’s Alice Cary, meant when she said: and hospitality through the 56 years 
f the shoe department of Marshall Field & of its existence. 
et to Co., Chicago, wrote “finis” to the life | “True worth is in being, no seeming, 
. Mr. of an exemplary character and store In doing each day that goes by Impressive Display of 
employee. Thirty-eight years ago, the | Some little good, not in dreaming, 
Spring of 1900, when I joined the ranks Of great things to do by and bye.” Quality Footwear 
of the shoe sections, I came to know ‘ Los ANGELES, CALIF,—One of the 
her as a kindly coworker and friend. ; most impressive massed displays of fine 
Then the present manager of the great Celebrates 56th Anniversary footwear was the post-Easter windows 
| shoe emporium of the State Street with New Store of the J. W. Robinson Co. Twelve shoe 
ingel- store, Wm. J. Gibbs, was a stockroom windows on two streets presented a 
sales boy and the late Butler Winfield Fir- RACINE, Wis.— Stilb’s shoe store, dramatic story of beautiful Spring 
, 826 man of Boston was the growing depart- here, recently celebrated their 56th shoes. 
also ment's presiding genius. year in the retail shoe business with a This promotion was especially timed 
f the I cannot refrain from here express- modernized new store. The entire 56 by department manager Paul Kirsh to 
e the ing my deep appreciation of Miss Cag- years the store occupied practically the be presented to the people of this 
te on ney’s kindly and painstaking interest same spot in this city, moving to an community the day after Easter and 
com- in me as a young and inexperienced adjoining location in 1895, when in- to continue for the entire following 
men’s attaché of the big departments. She creased business made it necessary for week. 
tends was that way; all fellow-employees a larger store. This location, at 1122 Beautiful Spring weather helped 
venile found in her a sympathetic, patient and Villa Street, is the present location of along the theme of the newer patterns, 
consistent friend. ; this store. the lighter colors and the Summer- 
f the I have seen many of Chicago’s The history of Stilb’s is typical of time footgear for sports wear. The 
uper- smart set lineup and wait for Miss the trend of the retail business in Ra- result was the most satisfactory after- 
shoe Cagney to outfit their children in shoes. cine. Peter Stilb opened a shop at 1116 Easter business the third floor shoe 
also She probably had more friends in her Villa Street in May, 1882. It was a boot salon has ever enjoyed. 
yosen- line among Chicago’s clientele than any and shoe shop and all footwear was This Spring the advertising copy and 
2d on other shoe woman in the Loop or, for made to order. After establishing a store display signs have been using the 
years that matter, in the nation. good following, trade developed to the phrase, “Your Shoe, Madam.” These 
» his She was plain, practical and devout; extent that larger quarters were neces- windows are a dramatization of this 
man- the fundamental secret of her life was sary. It was then that the store moved theme, which makes them all the more 


that of the Good Samaritan. She was 


te the larger quarters that it occupies 


sales-pulling. 
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Vamp and Quarter Lining 


The Outstanding Replacement for Leather 


RESPRO INC. 
Cranston, Rhode Island, U. S.A. 


Dancing Shoes and Taps 


PROFESSIONAL TAP DANCE SHOE 


DAVID T. NATHAN 
138 Lincoln S?., Boston, Mass. 


To Show “Younger 
Crowd Fashions” 


New YorkK—The Design Bureau of 
Lord and Taylor, working for the past 
three months with the Liberman Shoe 
Mfg. Co., 649 Lexington Ave., Brooklyn, 
has planned a number of shoes to be 
featured as “Younger Crowd Fashions,” 
and which will be shown for the first 
time at the Hotel New Yorker from 
April 25 to May 10. “Younger Crowd 
Fashions” are carried by eighty lead- 
ing department stores in the United 
States and have been received every- 
where with the most enthusiastic re- 
sponse. These fashions are particu- 
larly designed to suit girls of boarding 
school or high school age, and are de- 
signed by leading Paris couturiers and 
American designers. 

The reasons behind the move to in- 
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clude shoes in “Younger Crowd Fash- 
ions” are the definite need for shoes 
that are made to look youthful and 
strictly for the high school girl, that 
are neither a woman’s shoe on a low 
heel nor a large-sized misses’ shoe, the 
conflict that exists at present in 
the departments between mother and 
daughter, where daughter likes the 
shoe and mother considers it too ma- 
tronly, and the desirability of making 
the younger crowd group-conscious of 
shoes designed especially for them both 
as to lasts and patterns. 

This “Younger Crowd” merchandise 
is handled exclusively by one store in 
a town. It is felt that this type of 
merchandise properly promoted will 
find a definite place for itself in the 
wardrobes of the younger set. 


Edmar Footwear Moving 


PutNAM, ConnN.— Edmar Footwear 
Corp., Brooklyn, N. Y., manufacturer 
of women’s shoes retailing through 
chain outlets at $1.50 to $2.00, has 
leased 20,000 square feet of floor space 
in the former Manhasset mill here and 
is moving its plant to Putnam. About 
60 persons will be employed at the 
start, it is stated. Officers of the com- 
pany, which was established in Brook- 
lyn six years ago, are Michael Salinsky, 
president, and Benjamin Lazarus, sec- 
retary and treasurer. 


Bill DeWitt Goes Fishing 


Bill DeWitt, president of the Shoe 
Form Co., Inc., Auburn, N. Y., who is 
known for his love of fishing, re- 


of tan, on the deck of the cruiser he 

for the fishing in the “blue 

water” off Bimini, two small dots of 
islands sixty miles out from Miami. 

The trip was well worth the storm they 

encountered getting to the fishing 


STOCK NO. 561 


PARENTS 
PREFER 
RETAILERS PROFIT 


The complete satisfaction given 
during foot development 
stages by Ideal Baby Shoes 
guarantees a strong 


bearing Mrs. Day's name. 


cessful juvenile 

ments promote rs. 
Day's Ideal Flexible 
Hard Sole Shoes and 
get the patronage 
of this preferred 
group. 


MRS. DAY'S 


IDEAL BABY 
SHOE CO. 
DANVERS, MASS. 


FLEXIBLE 


Modernized Laird Store 
Reopened 

Mason City, Iowa— Laird’s Shoe 
Store was recently reopened following 
a complete remodeling and moderniza- 
tion program that was necessary be- 
cause of the damage caused the store 
by a fire last November. 

The new store is modern in every 
respect. Just inside the entrance is a 
new circular hosiery bar, and behind it 
a section furnished with lounge chairs 
of chromium - plated steel tubing. 
leather upholstered. The chairs are 
grouped informally giving the lounge- 
room effect. 

“Our idea is to make this the most 
outstanding shoe store in this part of 
the state,” said Brooks E. Mellecker, 
manager, “featuring all high - grade 
footwear at prices a large majority of 
the people can afford to pay.” 


Iowa Travelers to Meet 


Des Moines, lowa—Carl P. Ortlund, 
president of the Iowa National Shoe 
Travelers’ Association, also chairman 
of the reservations committee, has 
called a special meeting for Saturday, 
May 7, at 12 noon at the Hotel Fort 
Des Moines, this city, to complete plans 
for the Iowa Shoe Fair to be held June 
12, 13 and 14 at the Hotel Fort Jes 
Moines. 


= 
Y 
\ 
AL Retailers operating suc- 
| Vem Quality 
and Quarters Up and . 
Lining = Costs Down 
IN-STOCK 
q 12 BandC $1.40 
ABandC $1.40 of 
cently returned from a fishing trip in 
Florida. Here is “Bill’’ with a nice coat 
' grounds, he states, as they enjoyed ‘ 
best day’s fishing in his experience. One 
of the thrills of the trip was an eight 
foot shark which they caught. 
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STEWART & POTTER CO. 


welcome this opportunity 
to pledge a continuation 
of their prompt and ex- 
pert service to all 
members of the 


wil d 


MEMBERS OF GUILD WITH WHOM 
WE ARE NOW DOING BUSINESS 


American Shoe Company, Inc. 
Avon Shoe Company, Inc. 
Cardone & Baker, Inc. 

- Carlisle Shoe Company 
Cornell Shoe Company, Inc. 
Delman, Inc. 

Drell Footwear, Inc. 

Garside & Zuckerman, Inc. 

Andrew Geler Shoe Company, Inc. | 
Daniel Green Company 

Grossman‘s Shoes, Inc. 

Laird, Schober & Company 

La Valle, Inc. 


C. & A. Lo Presti, Inc. 

1. Miller & Sons, Inc. 

Newton Elkin Shoe Company 

Palter De Liso, Inc. 

Pincus & Tobias, Inc. 

S. Ravh & Company 

Schwartz & Benjamin, Inc. 

Seymour Troy, Inc. 

The Stetson Shoe Compony, Inc., 
and its division the 

M. N. Arnold Shoe Company 

E. H. Strassburger, Inc. 

Unity Grossman, Inc. 


Martin Weinstein Shoe Company 


STEWART & POTTER COMPANY 


Last Manufacturers 


372 CLASSON AVENUE, BROOKLYN, N, Y. 
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Carton 


LA BELS 


Come to the firm where the better carton labels are made 


TOLMAN- - DAVIDSON 
—ADVERTISING PRESS, Inc. 
113 Lincoln Street, Boston, Mass. 


Boot Trees 


NATIONAL BOOT TREES 
RETAIL AT $4.95 


Built on a new principle. Hold 
boots wrinkle-free while allow- 
ing, air to circulate freely inside. 
Lengthen life of leather. Pre- 
vent stitches rotting. Made of 
National Hard Vulcanized Fibre. 
Won't crack, split or 
Won't dent or corrode. 
GUARANTEED VE 
RS. Set weighs18oz. Steady 
demand through national adver- 
merchan- 
dising helps. Write for 
descriptive folder. Na- 
tional Vulcanized Fibre 
Box 811T, Wil- 
mington, Del. 


Predicts Gain in Exhibitors 

Boston, Mass.— That this year’s 
Boston Shoe Fair, to be held June 6 to 
9 inclusive, will have a much larger 
number of exhibitors and will attract 
more buyers than in any year in the 
past, is the prediction of the New 
England Shoe and Leather Association, 
sponsors of this fair. 

The prediction is based on the fact 
that already reservations of sleeping 
rooms for buyers and of manufacturers 
for exhibit and display rooms far ex- 
ceed the number handled at this time 
last year. And attention is called by 
the officials of the association to the 
fact that “buyers will be given the 
best available opportunity of learning 
the style and price trends on Fell and 
Winter footwear and of sampling many 
lines before placing their orders’; 
while manufacturers can look forward 
to an equally favorable opportunity, 
inasmuch as their “Fall shoes will be 
seen, priced, sampled and bought by 
more buyers than they otherwise would 
in any other manner.” 


Shoe Men on Vacation 


Coral Gables, Fla.—On his annual va- 
cation in the “Sunny South,” B. C. 
Bowen, right, vice-president and Chicago 
sales representative of the BOOT AND 
SHOE RECORDER, was photographed 
in this informal but comfortable pose 
with Harry Kalisky, formerly of Chicago 
but now a native of Coral Gables, at 
Miami Beach. 

On his way through Deland, Fia., Mr. 
Bowen visited with Bob Roberts, retired 
but well-known shoe traveler of the old 
school, who was hale and hearty for his 
82 years and very pleased to hear the 
news of “the boys in the leather indus- 
try up North.” 
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They gota have 


your customers 
sturdy Colt Cow- 
boy Boots. 


Remarkable values 
at popular prices. 


A prediction: Cowboy 


tic cowboy boots. Get 
your share of this new 
vogue and display them 
prominently. Write for 
Catalogue B-12 today! 


IN 
STOCK 


And Many Other Types 
of Fine Quality Boots 


EST. 1895 
OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 


As has been the custom in past years, 
this year’s Fair again will be run on 
strictly business lines. The one social 
function permitted will be the annual 
trade golf tournament by the Boston 
Boot and Shoe Club which will take 
plece in the morning of the opening day 
of the show. 


For the further convenience of buy- ~ 


ers and exhibitors, the Shoe Fair Man- 
agement Committee, of which Louis H. 
Salvage is chairman, has made this 
year’s Fair a four-day event to give 
everyone full opportunity of making 
all the desired contacts end completing 
their business. The two official hotels 
cooperating with the management com- 
mittee are the Statler Hotel and the 
Copley-Plaza. 

Boston this year will again play host 
to the shoe buyers of the nation for 
wholesalers, meil order houses and 
chains and independent retailers from 
all sections of the United States, ac- 
cording to reports received by the as- 
sociation, are planning to attend the 
Fair. Manufacturers and salesmen who 
have recently returned from selling 
trips report that wherever they went 
they found buyers who were planning 
te attend the show. 

Reduced railroad fares will be avail- 
able to shoe men planning to come to 
Boston for the Fair. Those interested 
in this saving should inquire of their 


local ticket agent for either the 30-day 
Summer reduced rate ticket or the reg- 
ular Summer tourist rate. 

All reservations for display rooms, 
requests for information, etc., should 
be addressed to James H. Stone, secre- 
tary of the New England Shoe and 
Leather Association, 210 Lincoln Street, 
Boston, Mass. 


Fern Shoe Sells 
Mexican Factories 


Los ANGELES, CALIF.—The Fern Shoe 
Co. announces through its sales man- 
ager, Harry Sobel, that it has sold 
their Mexican factories and patent 
rights of the Tia Juana Sandals to the 
Weber Shoe Co., of 759 South Los 
Angeles St., Los Angeles. The Weber 
Shoe Co., of which J. S. Weber is the 
head, has taken over the entire stock 
of woven sandals formerly maintained 
by the Fern Shoe Co. and will fill all 
orders taken by the latter company. 

The reason given by Mr. Sobel for 
disposing of the Mexican end of their 
business is that the rush of regular 
business enjoyed by the Fern Co. did 
not permit them to divide their atten- 
tion. By concentrating on their lines 
of fashion Ferncraft footwear, they 
will be able to give their customers bet- 
ter service. 


[48] 
are buying ‘‘Calamity { 
Jane’’ outfits and re- 
quire a pair of authen- 
: 
—— 
a 
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B UY TH is B OOK THE RED BALL @MMAMAEM BRINGS BUSINESS 
MA R 
New, Enlarged Edition ae 
MORE QUICK HELP FOR SHOE RETAILERS from mt A L L ~ B A i D 
the only book of its kind; an encyclopedia of practica- 
ot a theory in this book—all tried and true... 
NOT just another shoe book, but offers the shoe mer- RUBBER: FOOTWEAR — 
chant in addition to the 123° specific shoe promotions, 
the best ideas from almost the entire retailing field CANVAS SPORT SHOES 
for instant adaptation to his particular requirements. 
“2800 RETAILING IDEAS” LEATHER WORK | 
enables you to get into action from the hour eer SHOES 
it reaches your hands. Concise, all ‘‘meat,” it 
is ten books boiled down into one—a time-saver 
for the busy merchant, a reminder of important ~ SUMMERETTES — 
details ; the most economical promotion you can ok. og 
buy. Some of the 39 LONGER CHAPTERS— ee 
Ideas for Shoe ae Display, Stock-keeping WOOLEN FOOTWEAR — 
Idea 
Prize, | cad Gift Ideis 
cero poy seal = The many dealers who sell the complete Ball-Band 
ercpandians Foc ay Ideas line tell us that it pays them to do it. They say 
Ideas That Make Stores More Attractive 
Ideas That Attracted Christmas Crowds that high quality — a great name — and vigorous 
advertising make Ball-Band and the famous Red 
39 Longer Cash, Credit and Collection Ideas 
Anniversary Sale Ideas all trade-mark a consistent business builder for 
Chapters ring and Summer Ideas — ‘ 
355 Pages Voting ting Contest Ideas them. Let us show you why this is so. Write 
$ 00 cc rg hag sep for the facts or ask to have our salesman call. 
Hy Hf _ There are definite profit advantages in placing 
5 Please re- More than 2800 ideas, ten for a cent; Waterproof Footwear orders prior to July 1. 
far the book. Mishawaka Rubber & Woolen Mfg. Co 
’ BOOT AND SHOE RECORDER 280 Water Street, Mishawaka, Indiana 
239 West 39th Street New York, N. Y. 


of business runs about 35 per cent of 
the store’s total sales volume, accord- 


Builds Shoe Business on Transient Trade 


od ing to W. C. Jenkins, manager. 
Outstanding feature of the adver- 
™ tising campaign is the use of display 
al d cases in the Palmer House arcade, 
which is the scene of heavy daily traf- 
we- fic. Not only does this catch the eye 
ind of practically every visitor to the hotel, 
eet, but is also seen by a large number of 
other potential customers who use the 
passageway daily. This display is 
changed frequently, is always kept sea- 
sonal and usually contains some snappy 
idea that will appeal to men. In addi- 
tion to the display of shoes, it is also 
hoe used to promote garters, hose and 
an- house slippers. The shop also main- 
sold tains a sign in the arcade, carries an 
ent advertisement in each room and in 
the the hotel publication. 
Los Some direct mail promotion is also 
ber directed to members of clubs and as- 
the sociations using the hotel. Consider- 
cock able additional business has been se- 
ined cured from convention delegates by 
all word-of-mouth advertising by those 
ay. already served by the shop. 
Sor The modern front of this Jarman Shoe Store, located in the arcade of the Palmer The shop also capitalizes on its hotel 
heir House, provides ample space for displays of footwear and accessories, all-impor- location by doing an especially fine busi- 
: tant in attracting new business to the store. ness in hose, house slippers, suspenders 
alar and garters. Another good extra item 
did CuicaGco, ILt.—One of the leeding House building. The shop, which is the shoe wardrobe, holding six shoes, 
ten- men’s shoe shops in the Chicago “loop” opened a short time ago, has proved which is a hit with traveling men and 
ines has proved that a hotel location can most successful, and through a special which is displayed in the store over the 
they mean additional business. That shop is campaign and type of advertising has backs of chairs. 
bet- the Jarman Shoe Store, located at “32 been able to acquire a large amount The store is completely modern with 


South Wabash Avenue in the Palmer 


of transient trade. In fact, this type 


a front of deep red Cararra glass. The 
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Ballet Slippers 


BALLET SLIPPERS 


Right and Left Lasts 
Black Kid 


Nurses’ Shoes 


Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 

Process 


IN-STOCK 


$1.65 net 
No. 2005 
White Kid 
A-D, 2% to9 
1.65 net 


Owens SHOE Co. 


28 Goodhue St., Salem, Mass. 


interior is in blond wood, brown and 
maroon. Shoes are stored on recessed 
wall shelves and shadow-type display 
boxes, electrically lighted, are used for 
display. 


American Marketing 
Association to Meet 


The American Marketing Associa- 
tion will hold its 1938 mid-year meeting 
in Washington, D. C., Friday and Sat- 
urday, May 20-21, according to Dr. 
Fred E. Clark, president. 

Although a detailed program will be 
announced later, the meetings are 
being prepared primarily for business 
men in the distributive fields of 
American business, and will include 
such subjects as current trends in 
marketing, the current position of ad- 
vertising media, and the value of mar- 
keting research. 

The meetings are being held over the 
weekend in order for members of the 
Association and their guests to visit 
many of the new points of interest in 
the Capitol city. 

Arrangements are being made for 
a display of marketing materials be- 
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ing made available by the various 
government departments. The associa- 
tion is also making arrangements to 
facilitate the contacting of government 
experts working in this field. 

It is expected that attendance at 
this meeting will be the largest in 
recent years. 


Well-Traveled Shoe Man 


PorTsMOUTH, OHI0—Rex Dickinson, 
Selby’s thirty thousand - mile - a - year 
gypsy field representative, is a gradu- 
ate from the fitting stool. He served 
his apprenticeship with such concerns 


REX DICKINSON 


as Schrader and Tooler, Kansas City, 
Mo.; Ben Davis Shoe Company, Salt 
Lake City, Utah; Gally and Stockton 
Shoe Company, Salt Lake City, and M. 
Goldwater Bros., Prescott, Ariz. He is 
a graduate chiropodist and has man- 
aged several shoe stores throughout the 
country. At one time he made a special 
survey in the Pasadena schools, study- 
ing children’s feet and their shoe re- 
quirements, during which time he 
examined the feet of 2070 children. 

For the past two years he has been 
the field representative for Selby Arch 
Preserver shoes, working under the 
personal direction of Ross N. Donohoe, 
head of the Arch Preserver division of 
this company, and in this time he has 
covered sixty thousand miles from 
coast to coast and from the Canadian 
to the Mexican border. 

Mr. Dickinson not only makes the 
large cities, but also some of the coun- 
try’s smallest hamlets. He delivers 
sales talks to shoe clerks and to the 
public in most of the largest centers. 
He has also addressed women’s service 
clubs; teachers’ associations; nurses’ 
organizations; chiropodists’ associa- 
tions, etc., and is ever trying to im- 
prove his knowledge to be better able 
to serve the shoe-consuming public. 
He is at present taking a special course 
under the direction of C. W. Mason, 


Simply show your customers the 
tournament record of Sportoca- 


sins since their introduction in 


1926. 


Here it is: — 

4 Winners of the American Open 
3 Winners of the British Open 

7 Winners of the American Amateur 
4 Winners of the British Amateur 

| Winner of the Canadian Amateur 
41 out of 55 members of the last six 

American Walker Cup Teams. 


Need we say more? 


If you haven’t received your new 
1938 catalog and price list, write 
today. G. H. Bass & Co, 
Abbott Co. Division, 308 Canal 
St., Wilton, Me. 


Readers’ Counsellor, Carnegie Library, 
Pittsburgh, Pa. He is considered a 
master retail salesman and shoe fitter; 
is proud of his calling and regards it 
as important as any of the professions. 


Friedman Goes Abroad 
New York—Leonard I. Friedman, of 


- Pearce & Friedman, Inc., importers and 


distributors of leather, this city, sailed 
for Europe on Wednesday, April 27, 
on the Queen Mary. He will be abroad 
for several weeks, purchasing new 
leathers for the Fall season both in 
England and on the Continent. 


Recovers from Illness 


AuBuRN, ME.—Phillip W. Lown, of 
Lown Shoes, Inc., this city, has fully 
recovered from his recent illness dur- 
ing which he was confined to a hospital. 
He is back to his duties at the Philco 
and Lown shoe companies, and state< 
that he is feeling in excellent health 
and is glad to be back to work. 


Clash Your Shoes 


SoutH BEND, — “Clash — don't 
match—your shoes to your costume,” 
advises W. G. Houk, manager of the 
shoe salon of Robertson Bros. Depart- 
ment Store, Inc., “Coordinate shve 
fashions with the new ensemble with 
the new copper and roseberry shades.” 


| WHERE how 
higher 
SPORTOCASIN 
No. 2000 * 
| 


George E. Dupee Joins 
Gerberich-Payne Shoe Co. 


New YorkK—George E. Dupee, for 
seven and a half years central buyer 
of men’s and boys’ shoes for the Asso- 
ciated Merchandising Corporation, and 
who, prior to that, was with William 
Taylor & Sons, of Cleveland, and 
earlier with Regal Shoe Company in 
Cleveland and Chicago, has joined the 
staff of Gerberich-Payne Shoe Com- 


— GEORGE E. DUPEE 

ry pany, Mount Joy, Pa., and will be in 
“4 * charge of sales in the New York met- 
ae ropolitan area, with office and sample 
‘ it room at 405 Marbridge Building, 47 
ins. West 34th St. 

The Gerberich-Payne Shoe Company 
announced on April 15 that they will 
sell direct from their factory to the 
retail trade in metropolitan New York 

of and will thus offer the advantages of 
and their in-stock line for over-night de- 
iled livery. The company manufactures 
27, boys’, big boys’ and juvenile shoes, 
‘oad including the Official Boy Scout, Stride 
r.. Rite and Arch Preserver lines. 
New Wise Store Opened 
f Newark, N. J.—A new Wise Shoe 
.* Store has opened at 147 Market Street, 
ully this city. The front of the shop is a 
_ study in burgundy and ivory, the color 
ital. being arranged to enhance the display 
nileo of merchandise. Complicated window 
ates lines have been avoided. The show 
alth windows have been arranged in long, 
simple lines. The entire front has been 
conceived as a frame in which shoes 
form the central motif of the picture. 

In the interior, soft colors form a 

lon . background for the sales space. Ver- 
a milion catalin knobs and metal plaques 

‘ representing feminine Greek heads lend 
ad an air of smartness. Direct lighting is 
. 8 placed over the counters. An unusual 
val balcony arrangement gives an air of 


height and spaciousness to the store. 
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(For RETAILERS) 


PANCO STA.-TITES 


peor their longer weat..- 


greater resiliency 


manent non-gapping snug pit 
to the base. 


When a product has 
definite advantages 
that you can explain 
to your customer, he 
is interested. When 
those advantages 
prove themselves 
through greater 
satisfaction, he is 
convinced. 


U. S. Pat. No. 1,998,988 


CO. 


PANTHER PANCO 


CHELSEA, 


} 
N 
/ 
\ 
| 
Wey 
\\ 
\ 
\ Youve 
\ 
\ 
\\ 
\ 
\ : 
Ken 
/ 
ff 
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Men's Shoes 


“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U. S. A. 


LEATHER 
QUARTER 
WELT. LININGS 


GENUINE 


SOLE & HEEL MOCCASIN LAST 


D WIDTH 6.11 


GRAIN LEATHER 
INNERSOLE 


No. 722 BROWN 
NO. 723 BLACK 


SPECIAL WATER 
RESISTING TANNAGE 


GREAT EASTERN SHOE CO. 
"186 LINCOLN STREET 


BOSTON 


Tanners’ Council Spring 
Meeting 

New York—The Spring meeting of 
the Tanners’ Council of America will 
be held at the Greenbrier, White Sul- 
phur Springs, W. Va., on Thursday and 
Friday, May 12-13. This affair will be 
an informal “get together” rather than 
a formal convention. There will be a 
business session on the morning of May 
12, to which members of the allied 
trades are invited. The keynote for 
this meeting will be “Controlled In- 
ventory Policies.” On Friday morning, 
May 13, will be the usual group meet- 
ings which are for members of the 
Tanners’ Council. Both afternoons 
will be free for golf and recreational 
activities. 

Members of the allied trades who are 
planning to attend the meeting may 
obtain information on hotel rates by 
addressing the Tanners’ Council of 
America, 100 Gold Street, New York. 


Kapala Resigns 

Newark, N. J.—Walter H. Kapala 
has resigned as divisional manager of 
women’s shoes at L. Bamberger & Co. 
William Glazer has been appointed de- 
partment manager of better shoes and 
will assume his duties May 15. 


S. Preston Moses 


SOMERVILLE, 
Mass. — Simpson 
Preston Moses, 
long and favorably 
known for his con- 
nection with Edwin 
Clapp & Son, Inc., 
of East Weymouth, 
Mass., as their 
southern represen- 
tative and selling 
agent, died at his 
Winter home, 17 
Westwood Road, 
Somerville, on Sun- 
day, April 17, 1938, in his eighty-third 
year. 

Born in Washington, D. C., on Dec. 
16, 1855, he attended the schools of 
that city, entered the Virginia Poly- 
technic Institute and upon being grad- 
uated began what was to become his 
life’s work, by opening a shoe agency 
in his home city of Washington. His 
association with Edwin Clapp & Son 
began in the Fall of 1886 when he was 
given the agency for the Edwin Clapp 
Shoe for the southern States, includ- 
ing Texas and Oklehoma and went on 
to become one of the best known and 
most successful shoe representatives in 
the country, establishing his head- 
quarters at 134 Summer Street, Boston. 

Unswerving loyalty was one of the 
outstanding elements in Mr. Moses’ 
character, and it was ever a point of 
honor with him to do all and more than 
was expected of him without regard to 
his own comfort or convenience. These 
and other virtues, sound judgment, in- 
dustry, diligence and an ambition to 
excel, served to advance him step by 
step to ever increasing importance and 
influence in his chosen work. 

Mr. Moses was a man of broad hu- 
man sympathies and while he achieved 
remarkable success financially and in 
every way, it never changed his atti- 
tude toward the friends of earlier days, 
as there was always a tender spot in 
his heart for the boys on the road who 
perhaps might not be doing so well. 
These benefactions were always a 
matter strictly between himself and 
the recipient. He possessed rare powers 
of discernment and a wonderful fac- 
ulty for quick and accurate decision, 
so that the benefit of his judgment be- 
came widely sought and freely given. 

Mr. Moses was instrumental in es- 
tablishing the Southern Shoe Sales- 
men’s Association, was one of its char- 
ter members, and served it in differ- 
ent capacities, including two terms as 
president. Among other organizations, 
he belonged to the Boston Commandery 
Knights Templars; John Abbott Lodge 
A. F. & A. M.; the Fossils of New 
York; the Washington Bicycle Club; 
the South Shore Country Club; the Bos- 
ton Athletic Association; the Boston 
Yacht Club, ete. He was an enthusi- 
astic yachtsman and owned or had 
built for him a number of cham- 
pions, extending from the Twenty-one 
Footer, to the great Bar Harbor class, 
where in “Mildred III” and “Mildred 


S. PRESTON MOSES 
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PRE-WELTS 


F avoreD by retailers who 
want customer satisfaction and 
steady, profitable children's 
store operations. Mothers quick- 
ly learn of the honest-to-good- 
ness shoe value offered in Elam's 
Pre-Welts. 


IN STOCK 


CHICAGO: Harper & Rirschtcn Co 


IV” he had two outstanding winners. 

His connection with Edwin Clapp & 
Son, Inc., continued unbroken from 1886 
until he was stricken in February of 
1932. Since that time, while an in- 
valid, he nevertheless kept in touch 
with affairs generally, spending the 
Summer at his seashore home at Point 
Allerton and his Winters at the West- 


‘wood Road home in Somerville. He 


passed away at Westwood Road, where 
private services were held on Wednes- 
day afternoon, April 20. 

Mr. Moses is survived by two daugh- 
ters—Edith (Mrs. William Gray of 
Brookline and North Scituate Beach) 
and Mildred (Mrs. Raymond Webster 
Harris of Bronxville, N. Y.) and two 
sons, Guy Preston Moses of Newton, 
Mass., and William Bryan Moses of 
Portland, Me. 

And so passes good old “Pres” Moses, 
a true gentleman and staunch friend, 
a credit to the industry, a man of high- 
est integrity, steadfast and loyal to the 
finest traditions of personal and busi- 
ness honor in every relationship of life. 


Meyer Joins Burdick & 
Murray 


Mapison, Wis.—Julius H. Meyer has 
become associated with L. C. Wooien 
in the shoe department of the Burdick 
& Murray store here. Mr. Meyer has 
been employed in various shoes stores 
in Madison. 
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IN PRINCIPLE 


LITTLEWAY 
LOCKSTITCH That is the outstanding 
PROCESS 
reason tor the consistent 
increase in sales of Little- 
way Lockstitch Shoes — 
regular construction or 


Sbicca-Delmac. 


with GAC UNISHANK SBICCA-DELMAC 
LOCKSTITCH PROCESS 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON. MASS. 
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SALESMAN WANTED 


FOR SALE 


POSITION WANTED 


SALESMAN for St. Louis territory. Must 
be well acquainted with Chain Store and De- 
partment Store buyers. To represent well estab- 
lished Eastern Manufacturer making Soft and 
Hard_Sole House Slippers as well as leather 
sole Sandals in the most popular selling Retail 
price range. A wonderful opportunity for the 
Right man. Straight commission basis. Write 
giving complete details as to past experience, etc. 
Address F-772, care Boot & Shoe ee 239 
West 39th Street, New York, N 


SALESMEN— Work Shoes and Moccasins. 
New York City and State, Connecticut, 
Jersey, Island. Following neces- 

Commission. Address F-768, care Boot 
« ‘Shoe —o 239 West 39th Street, New 
or! 


LINE WANTED 


SAL -ESMAN—Many years’ experience selling 
men’s spats to large shoe chains, jobbers and 
syndicate stores. Strong following, desires im- 

tions. Address F-752, care Boot 
& Shoe a ican 239 West 39th Street, New 


York, 


HELP WANTED 


Sales Manager Wanted 


One capable of supervising staff of 
salesmen now selling women’s novelty 
shoes to retail stores throughout 
United States. Write stating full par- 
ticulars. 
Address F769 
Care of Boot and Shoe Recorder, 
140 Federal St., Boston, Mass. 


Fork SALE—an old established better class 
Price is, inventory about $20,000; Cash $12,000; 


balance $1,000 a month. Address F-766, care 
Boot & Shoe ee. 239 West 39th Street, 
New York, ¥. 


family shoe store in a fine New York suburb. 


X-RAY MACHINE—Two Steps 
Company, Montgomery, Alabama.. 


fect Condition—$125.00 Cash. J. B. S 


Stock $10,000. Sell r 
years. Present owner wishes to retire. 


dress F-767, care Boot & S 
West 39th Street, New York, N. 


for Sale—Western Pennsylvania, 30,000 


POSITION WANTED 


By quality man to supervise production 
and style in quality shoe factory. Well 
known everywhere in U. S., 30 years 
experience in every process in finest 
factories. Best of references. 
Address F-771 
Care Boot & Sh Recorder, 

239 West 39th St., New York, N. Y. 


ent $100.00 per month. In same location 23 


hoe 239 


For SALE: Well established shoe store. Mod- 


bad health 
formation, 515 Kress Building, Houston, Texas. 


ern. Most Valuable Franchise. Reason, owners 
Location, Tulsa, Oklahoma. In- 


WANTED TO LEASE 


city of 20,000 population or over. Address 
F-770, care Boot & Shoe Recorder, 209 So. 


State St., 


ELIABLE party wishes to lease women’s. 
shoe department on commission rental in 
rtment store or women’s specialty shop in 


Chicago, Til. 


WANTED TO PURCHASE 


Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from Jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Ine. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 


SUCCESSFUL SHOE 
MERCHANT AVAILABLE 


Department, Chain and Retail Store 
Experience. A go-getter and promoter who 
can make a profit. Eighteen years of suc- 
cessful experience in the merchandising, 
buying and managing field. Stock-control 
expert. Experience in men’s, women’s 
and children’s shoes—medium and aed 
grades. 35 years old, mar 
secondary. Will go anywhere. Best “trade 
and business references. 


Address F 773 
BOOT & SHOE RECORDER 
West 39th Street, New York, N. Y. 


BUSINESS OPPORTUNITY 


FOR LEASE 


Fo LEASE—Shoe Department in a Ladies’ 
Specialty Shop. Apply Porter’s, Inc., Brock- 


ton, Massachusetts. 


FOR RENT 


LAS Shoe Department retailing $1.99 to 
floor women’s apparel in Minneap- 


i . 20 years. Live operator will do 
$50.000.00 or more. Bags and Hosiery optional. 
Address F-763, care ‘Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


To Repair Shoe Plant 
Raymonp, N. H.—Repairs to the 


plant of the Bourque Bros. Shoe Co., 
in this town, were assured when citi- 
zens approved a $1,000 appropriation 


for work on the municipally-owned 
building at a special town meeting. 


Once before, at the regular town 
meeting in March, improvements were 
sanctioned, but it was later found that 
a technicality made the balloting illegal. 


[NVESTOR wanted to manufacture unique 
chain and shoe store article. Address F-774, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


WANTED TO PURCHASE 


SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Iac. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-518! 


Retail 

Stocks. “ae randed Shoes such as 
Walk-Over, Enna-Jettick, Vital- 
Queen Quality. 


ity, Arch Preserv: 
tonians, Stetson, Red Cross, Nuna-Busb, Et 
IBVIN RUBIN 
Heuse of Jobs’’ 
89 Reade St., Cer. Church 
Phone Barclay 7-7887 New York City 


address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75.cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
13" Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@] 
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records 


— 


Chain Store Efficiency 
are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 
MERCHANT’S SERVICE DEPT. 


— 
“BOOT CREME 


FINEST POLISH EVER PRODUCED 


for CALF or KID—free 


CAVALIER—BALTIMORE, MD. 


MERCHANTS’ NEEDS 


SAINT LOUIS 


OVER 50 OF ALL ROOMS $3 50 OR 
LESS SINGLE, $5 00 OR LESS DOUBLE 


Interesting Program Planned 
for Midwest Shoe Fair 


CINCINNATI, OHIO — The entertain- 
ment committee in charge of the style 
show and floor show for the Midwest 
Shoe Fair, to be held June 5, 6, and 7, 
has been very busy getting together 
a show that is both unusual and beau- 
tiful. This committee, headed by Tom 
Kilerease, has made an effort to ar- 
range a show which will present the 
loveliest girls in Cincinnati on the run- 
way as well as outstanding and na- 
tionally known acts in the floor show. 

The banquet will be held Monday 
evening, June 6, in the beautiful Hall 
of Mirrors at the Netherland Plaza 
Hotel, for a group of approximately 
one thousand shoe men and their 
guests. This will be followed by a 
floor show which will open with a line- 
up of attractive girls featuring dance 
routines both novel and_ beautiful. 
Each act in the floor show has been 
chosen with care in order to present 


a program that is not only varied but 


entertaining in every way. Many of 
the performers in this show have been 


featured on the various radio networks 


DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contribution to shee i 
recent years. Take your store out of the ordinary 
Install a Dr. Pyles Foot 
tor, and watch your 
sales “Jump Ahead.”’ Brings 
‘instant’ 


Can be operated by customer or clerk with simplicity. 
Price $38.50, Stockton, California. 
Shipped on FREE trial anywhere in the USA a 
TODAY for this liberal offer. Sold on 


THE \ VI. PED-EX CORP. STOCKTON, CALIFORNIA 


and all of them are outstanding fig- 
ures in the theatrical world. 

In conjunction with the floor show 
the entertainment committee has plans 
for one of the most unusual and glam- 
orous shoe shows ever attempted. 
Twenty-four beautiful young women, 
all wearing size 4B, will model out- 
stand *all styles from all over the 
counti, “he models’ costumes have 
been designed to harmonize with the 
unusual backdrop used for the show. 

Cliff Burn’s Consoliders, an orches- 
tra widely known for their radio work, 
will play during the dinner and show 
in the Hall of Mirrors. Afterward 
they will also supply their excellent 
dance music for visitors to the Mid- 
west’s most popular night club, the 
Pavillon Caprice in the Netherland 
Plaza. The dancing in the Pavillon is 
offered free of charge to the guests of 
the Midwest Shoe Fair and shoe men 
who have attended the Midwest Shoe 
Fair in past years will recall this 
party as one of the outstanding social 
events of the Fair. In response to the 
interest and demand last year, the 
committee has arranged to have the 


PDUINEDDE: 
Shoe Re-Shaping Devices 
mx Alter Shoes to Fit 
Abnormal Feet 


; Make the necessary 
nied adjustments to provide 


DUNDE SHOE RE-SHAPING DEVICES, INC. 


Ave. Hollis. Long Isiand--New York 


dancing continue up until 2.00 a. m. 
in the morning. 

The committee feels that the enter- 
tainment which is being arranged will 
be of interest to all the attending shoe 
men in view of the fact that they will 
be able to enjoy a pleasant evening of 
music and dancing as well as the op- 
portunity to see the newest and most 
important of the Fall shoes. 


Ad Ties In with Current 
Motion Picture 


MIAMI BEACH, FLA.—As a tie-in with 
the opening of “College Swing,” at the 
Sheridan Theatre, here, Nankins Shoe 
Store, Inc., used the back page of the 
program to advertise “Rhythm Step” 
shoes which they carry. A testimonial 
from Betty Grable, star of the picture, 
was the basis of the ad. 
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DATES TO REMEMBER 


Fall Showing Shoe Fashion Guild of 
America, Hotel Biltmore, New York 
May 2, 3, 4, 1938 
Boot and Shoe Travelers Association 
of New York, Beefsteak Dinner, 
wae Roosevelt, New York City, 
Buffalo Shoe Travelers Association, 
Shoe Show, Hotel Statler, Buffalo, 
Illinois Shoe Travelers and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 
Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 
May 29, 30, 31, June 1, 1938 
Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland, Ore. 
May 30, 31, June 1, 1938 
Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 5, 6, 7. 1938 
Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass...... June 6, 7, 8, 1938 
Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif...June 6, 7, 8, 1938 
Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 
June 12, 13, 14, 15. 1938 
Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 
_ June 12, 13, 14, 1938 
Michigan Summer Shoe Fair, Pantlind 
Hotel, Grand Rapids, Mich. 
Jane 19, 20, 21, 1938 
Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, Ill. 
June 20, 21, 22, 23, 1938 
Shoe Travelers Associa- 
tion, Style Show and Convention, 
William Penn Hotel, Pittsburgh, Pa. 
July 10, 11, 12, 1938 
Charlotte Shoe Fair, Hotel Charlotte, 
Charlotte, N. C.....July 10, 11, 12, 1938 


Unusual Window Display 


New YorK—An unusual window dis- 
play effect, achieved with fixtures of the 
new du Pont plastic, “Lucite” methyl 
methacrylate, was shown recently by 
I. Miller in one of their Fifth Avenue 
stores. The fixtures of this plastic 
were chosen because of the feeling of 
lightness which they give by their crys- 
tal clarity and quality of picking up and 
reflecting the light, according to Mr. 
Hugh Horner, Display Manager of the 
I. Miller stores, who planed the theme 
of the display around this quality. The 
“Lucite” fixtures of curved disc shape 
with top handle were hung in mid-air 
with cobwebby white net tied in bows 
on the fixture handle tops. On each 


fixture was displayed a single shoe of 
sandal type. These fixtures, manufac- 
tured in a wide variety of styles and 
shapes by Joseph Meyer, are entering 
into many display uses, both for win- 
dows and interior store use. 
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BOOTS AND SHOES 


BASS, G. H., & CO., Wilton, Me. .............. 50 
BROOKS SHOE MFG. CO., Philadelphia, Pa. . 50 
CALIFORNIA SHOES, LTD., Los Angeles, Cal. ...............0..eceeee eee 38 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass. ................-.45 «+e 52 
COLT-CROMWELEL.CO., ING., Stoughton, Macs. ou 41, 48 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. 4,5 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. .......... 7 
GILBERT SHOE CO., THE, Thiensville, Wis. 1 
GREAT EASTERN SHOE CO., Boston, Mass. 52 
GREEN SHOE MFG. CO., Boston, Mass. ...........0 Back Cover 
HANNAHSONS SHOE CO., Haverhill, Mass.................2eeceeeeeeeeeeeees 45 
KRIPPENDORF-DITTMANN CO., THE, Cincinnati, Ohio ...............-.... 8 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. ........... 40, 49 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. ................000005 46 
NUNN-BUSH SHOE CO., Milwaukee, Wis. ........ 3rd Cover 
ROHN SHOE MFG. CO., Milwaukee, Wis. 40 
UNITED STATES RUBBER PRODUCTS, INC., New York City ....... Front Cover 
LEATHER AND OTHER MATERIALS 
ALLIED KID CO., New York and Boston. 2 
AMERICAN HIDE & LEATHER CO., Boston, Mass..............-..20eeeeeeees 35 
COLONIAL TANNING CO., Boston, Mass. 2 
EVANS, JOHN R., & CO., Camden, N. J. 25 
HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa. .......... ara oks 2nd Cover 
KISTLER LEATHER CO., Boston, Mass. 31 
SETON LEATHER Newark NN. Jo 23 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
CAVALIER CORPORATION, Baltimore, Md. .............00.seeeceeeeeeeeeee 55 
DU PONT, E. I, DE NEMOURS & CO., INC., Arlington, N. J...... pe tee 33, 38 
LITTLEWAY PROCESS COMPANY, Boston, Mass. ................. ight TAMA 53 
PANTHER-PANCO CO.; Chelsea, Mass. 51 
SPAULDING FIBRE.CO., No. Rochester, N. H. ............00eceeeeeeeeees 3 
STEWART & POTER CO., Brooklyn, N. Y. 47 
UNITED SHOE MACHINERY CORP., Boston, Mass. ..............+20+2000 36, 37 
STORE EQUIPMENT AND FINDINGS 
DUNDE SHOE RE-SHAPING DEVICES. INC., Hollis, N. Y. ...............-. 55 
ELASTIC TIP COMANY, Boston, Mass. 34 
MOHAWK CARPET COMPANY, New York 44 
NATIONAL VULCANIZED FIBRE CO., Wilmington, Del. ........... ..... 48 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa. 29 
WELLS, GUS V., Des Moines, Iowa ....... 55 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City 54 
KIRSCH-BLACHER CO., INC., New York City 54 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass. .......... 48 
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y-Grossman 


$ lientlons othe ‘chiffon draped by hand on shining metal kid—each fold, each drape arranged and sleeked 
by expert fingers into a glamorous evening sandal. One of the most imaginative and beautifully fashioned shoes of the 
season. The soles and elevations are prepared and attached by the use of COMPO Equipment and Adhesive. Another 
indication of the Cie artistry and craftsmanship which are achieved by the COMPO Technique. 


QMP 


COMPO SHOE MACHINERY CORPORATION BOSTON, MASSACHUSETTS 
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A line of Goodyear Welt, London 
Arch Type Shoes to Retail at $330 


We've spared no expense to make these shoes the best comfort buy on the 
market. They're built over costly, time-tested corrective lasts. They embody 
every important comfort feature of arch-type shoes selling at considerably higher 
prices. They're neatly finished, sturdily built . .. made to order for the thousands 
of women in every community who want and need arch type shoes, but who 
haven't been able to find real comfort at the price they can afford to pay. All 
patterns illustrated are IN STOCK, some in sizes AA to EEE. Order AT ONCE 
from your nearest warehouse, or send for a salesman to call with samples. Once 
you've seen them, you'll agree that our Women's London Arch line is a new volume 


opportunity for your shoe department. 


2409—Black Kid 4 Eye Tongue Tie, Vamp and § 2408—Black Kid 4 Eye Tongue Tie, Quarter Cut- 
Quarter Perforations, 14/8 Covered Heel. outs, 14/8 Covered Heel, Widths AA to EEE. 


Widths AA to EEE. Sizes 3!/2/9.......... 


ENDICOTT JOHNSON 


‘ 
/ 
\ 
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2404—Black Kid Nurses Oxford, 10/8 Rubber 
Tap Heel, Widths AA to EEE. Sizes 3!/2/9..$2.00 
2405—Same in White Cabretta. 


2400—Black Kid 4 Eye Tongue Tie, Quarter 
Cut-outs, Tip and Quarter Perforations, 14/8 
Rubber Tap Heel, Widths A to EEE. Sizes 
2/9 $2.00 
2401—Same in 

Brown Kid. 


2403—Black Kid Gypsy Tie, Vamp and Quarter 
Perforations, 14/8 Rubber Tap Heel, Widths A to 
EEE. Sizes 3/>/9 $2 


ENDICOTT, N. Y. NEW YORK CITY ST. LOUIS, MO. 
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HOLLYWOODS NEWEST 
SHOE SENSATION 


“FIESTA”—THE NEW STARRED* DRAMATIC FASHION. 


With each representative order we supply this 
beautiful 11 x 14 window card, and attractive 
advertising mat. 

Order now for preferential and protected 
agency. 


White Smooth Trim. anb shoe carries Wendy Barrie's personal autograph on 


White Crushed Kid— 
Blue Smooth Trim 


So 
b 
$9. PRICESZ00 


6 
WZ 
IN STOCK Ly 
May 10th Delivery 
8162 
| BOSTON, § 
8165 White Crushed Kid— . ; e MASS 
Paristan Smooth Trim AND rn 
Lined throughout— New York 
Y 47 W. 34th St. 
12/8 
Sizes 200 Essex Street Rooms 402 — 
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- ACCEPTANCE... Your customers use 
the TALon fastener on scores of well- 
made articles every day—it gives them per- 
fect closures on 400 different types of mer- 
chandise! Result—when they see it on 
galoshes, they know the quality is “tops”! 


EPENDABILITY... The reliable 

TALON fastener is your surest protec- 
tion against the vexing problem of “re- 
turns.’ For this is the fastener especially 
designed to meet the requirements of ga- 
loshes. It always works smoothly —won’t 
get out of order. No wonder it builds re- 
peat sales, decreases mark-downs! 


* * * 


WHEN YOU ORDER...Specify 
the TALton slide fastener for all ga- 
loshes. Feature it in your advertising 
and displays. Stress it in your floor 
selling. It has the intrinsic sales ap- 
peal of a product well-made... and 
the plus appeal of a famous name! 


TALON 


Reg. U. S. Pat. Off. 


Slide fastener 


MADE BY TALON, Inc. 
MEADVILLE, PENNSYLVANIA | 


EAUTY... Fifteen years ago, galoshes 
had no style and little sales appeal. 
The Taton fastener came...and made ga- 
loshes lightweight, flexible... made smart 


lines possible . . . made galoshes popular 
with dainty ladies, as well as big he-men! 


ONVENIENCE ... No pulling, no tug- 
ging to get galoshes on and off—when 
they’re closed with the Taton slide fast- 
ener. No wonder both children and grown- 
ups say it’s a “must”—for it makes even 
wet. muddy galoshes easy to remove. 
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E MB O S S$ E 


Ever alert and abreast with smart footwear require- 
A group of pullovers ments Ohio introduces another new embossed 
grain. This time My-Ak-Ka Alligator will flavor 
beauty, adaptability, and many smart fall lines. It will prove to be fashion- 
lasting qualities of 
My-Ak-Ka Alligator - ably effective, as an all-over pattern or in combina- 
tion with smooth calf or suede. It cuts efficiently 
and clean—the natural looking finish, soft texture 
and rich color are as usual distinctively Ohio’s calf. 
Write for samples of My-Ak-Ka and our other em- 


bossed calf creations. 


A COMPLETE SERVICE IN FINE CALF LEATHERS BY, |) Hi@ 
THE OHIO LEATHER COMPANY: GIRARD, OHIO 
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